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ETAIL Merchants who 
desire increased effi- 
ciency in their Credit 

2 ' Departments should 

send their Credit Manager to 

the Fourteenth Annual Con- 
vention of the Retail Credit 

Men’s National Association, 

at Providence, R. [., August 

9-12. Four days of education 

by an exchange of thought 


with Credit Managers from 
every State in the Union. 
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Why a National Convention? 


There are three prime reasons for holding an annual convention of the members 
of the Retail Credit Men’s National Association. 


First: In order to give every member an opportunity of expressing his views 
and taking part in the affairs of the association. 


Second: For the election of officers and directors to govern the association 
for the coming year. 


Third: To afford an opportunity for exchange of thought and study which 
will result in a national credit policy, developing safe and profitable business. 


Each year educational features have been added to our program, until these 
meetings are really a four-day post-graduate course in economics, finance and credit 
granting. 


Our convention at Providence, R. I., August 9-10-11-12, will be a fitting 


° climax to a year of unusual activity, and coming at a time when there is evidence 

of the need of more careful analysis of credit accounts than was necessary during 

nich the last few years of great retail prosperity, we expect it to be of exceptional 
—_ interest to retail merchants as well as professional credit managers. 


A better understanding regarding credits will do much to keep business good, 
and each retailer owes it to himself and to his community to either attend in person 
or send his credit manager to represent him. 


Our National officers have arranged an excellent program. The retailers 
of Providence will look after your comfort. The railroads have granted reduced 


! fares. Surely these features andjthe personal benefits to be obtained should cause 
sub- every member to attend. 
odel 
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Difficulties of Credit Manager in a 
Small City Store 


By Justin H. Eocertron 


Credit Manager, James McCreery & Company, New York 
An Address Delivered at Auburn, N. Y., Before the Annual Conference of Retail Credit Men of New York State. 


E, in the large cities and 

particularly in the metro- 

politan district, firmly be- 
lieve that we are confronted with 
tremendous problems in the way of 
credit granting. There is no doubt 
but what our transient population car- 
ries with it a more considerable hazard 
than is encountered in cities of smaller 
population, due particularly to 
the permanence of the people 
in the smaller cities. 

In an average department 
store of any size, a portion of 
from 40 to 60 per cent of their 
total business is charge. They 
number from 25,000 to 200,000 
charge accounts. The problem, 
when we consider such large 
figures is unquestionably a big 
To cope with this prob- 
lem the large stores must of 
necessity have the most modern 
systems that can be procured 
and a good grade of personnel. 
Most of the detail can through 
systemization be reduced to 
routine. The net result due 
to this specialization is usually 
from three-tenths to one-half 
per cent to profit and loss. 

While the department store 
business in the large cities is 
competitive they can usually 
grade the character of risk 
that they accept into three 
categories. The first, those of con- 
siderable responsibility with the risk 
Ai—second, those of medium respon- 
sibility, people who have yet to make 
their mark in the world—and third, 
the moral risk. These risks are taken 
naturally in proportion to their appli- 
cation, and the credit man in the 
larger cities is obliged to have his ear 
to the ground for economic changes 
and general money conditions. 

Now—usually the credit manager in 
a larger house is looked up to for 
ideas and he is frequently accepted as 
an authority on all matters pertinent 
to retail credit granting. While I do 


one. 






not propose to discount our responsi- 
bility, I would like to bring out the 
responsibility of credit grantors in 
smaller cities. Although they do not 
in volume have as great a problem 
as we, nevertheless they are obliged 
by the very nature of their business 
to grant credit with much less of a 
tangible basis and consequently when 
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the matter is looked at in a broad 
light are required to operate with con- 
siderably more natural technique than 
we are obliged to employ. I realize 
that this statement will be subject to 
considerable discussion and in order 
to make my point clear I am going 
to illustrate the problems of the credit 
men in the small places — commonly 
called ‘‘the sticks” — that operate in 
the extension of retail credit. 
Tue Crepir Risks In AGRICULTURAL 
Towns 

Let us take first for example, a 
credit man in the agricultural cities. 
His method for dispensing credit is 


out oF to 


based on intimate knowledge of and a 
personal acquaintance with his risk. 
John Brown comes to the store for the 
needs of his family and self, and in 
return asks the credit man to gamble 
on whether the crops he has sown will 
be productive the following season. 
Just consider the elements of chance 
that the credit grantor takes in this 

country town! He is obliged 

to assume that there will 

be sufficient rain. He has 
take into consideration 
that the sun will shine fre- 
quently enough, and likewise 
that the person to whom he is 
granting credit will have the 
physical energy and inclina- 
tion to harvest his crops, to 
market his crops and discharge 
his obligation to the credit 
grantor. When we speak of 
long term credit, surely this is 
long term credit in its broadest 
sense. 

It would seem to me that 
the credit man in this partic- 
ular instance, instead of taking 
for granted that the crops 
sown will be harvested and 
without question will be mar- 
ketable—at a profit—that he 
should be conversant with 
market conditions. There are 
periodicals that specialize in 
price quotations and if he 
were to make a study of them, it seems 
he would then be in a position to 
counsel with the credit seeker and 
bring about results of mutual advant- 
age by interchange of thought through 
discussion. 

The seekér of credit in these local- 
ities is usually a person of high moral 
character, and while there always will 
be the exceptions, I think statistics 
will bear out that, barring the factors 
over which the credit seeker has no 
control, each credit negotiation is 
entered into with the full knowledge 
of a possible outcome and an absolute 


(Continued on page /5) 
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Our President’s Convention Message 


The loyal and enthusiastic members of the R. C. M. N. A. have their eyes turned 
towards Providence ( R. I. ), and their Som are of the approaching convention. 
I hope each city where there is a National member is showing the same activity as is 
being displayed by the St. Louis Association for attending the convention. Arrange 
ments have already been made for a special train, and reservations have already been 
made which will fill twenty-two Pullmans. 


This is as it should be, for those who will be permitted to attend will see the greatest 
convention in the history of our association. Great in more ways than one. The 
Providence Association 1s not leaving a stone unturned to assure the delegates the 
greatest comfort and entertainment, while the National office assures you the most 
interesting and educational program. 


The entertainment will take you through historical New England, while the pro 
gram will take you through the intricacies of credits and collections. 


The one big thing a credit manager should do is to sell to his employer the thought 
that his attendance at this convention is not a pleasure jaunt. That it is a post 
graduate course in his professional career. 


In driving this thought home to the heart and mind of the employer, leave this 
thought also with him: When a credit manager attends a convention where are gathered 
the brightest minds engaged in retail credits, where lasting friendships are formed, 
where ideas are exchanged and the credit manager becomes a bigger and better credit 
manager, who reaps the benefit? The employer of course. So why should not the 
employer be deeply interested in having his credit manager take advantage of what is 
nothing more or less than a GOLDEN OPPORTUNITY to broaden his views, and 
improve his knowledge of credit granting? 


What you may expect at the convention, aside from the entertainment: 


A program teeming with educational features, a program which every delegate 
in attendance will take part in. Unlike previous conventions, through days of papers, 
but a convention so arranged that each delegate will be so highl y interested that it will 
assure a full house at each session. 


One full day for group conferences. These conferences have always been the 
outstanding features of the convention. Under the guiding hand and mind of Justin 
H. Edgerton of New York, they should and will be better than ever. 


On Thursday and Friday, two hours will be devoted to a debate on two very im- 
portant subjects. Four of the brainiest credit managers will be selected to lead the 
discussions, followed by a general discussion by every delegate present. 


I repeat, the next convention is to be an intermingling of the brightest minds of 
our profession. A free exchange of thoughts and ideas. A feast of reason. To miss 
all this is missing an opportunity that presents itself only on rare occasions. 


It is important enough, both to the employer and credit manager, that they be in 
attendance when the gavel is dropped, calling the convention to order on August 9, 
at 9:30 a. m. 

E. B. HELLER, 


President. 
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The Credit Bureau as an Adjunct to 
the Credit Department 


By Atrrep C. Moreau 


Manager, Hartford Credit Rating Bureau, Inc. 


BOUT three weeks ago I re- 
ceived a letter from Mr. 
Blandford, very politely in- 

forming me that for some reason, good 
or otherwise, I had been selected to 
create a discussion, which according 
to the way it is printed on the program, 
using capital letters for Discussion, is 
to be more important than the subject 
itself, which appears in small letters. 
Under those circumstances I accepted, 


=. oe 
_ 


There are forty minutes allowed for 
the subject: “The Credit Bureau as 
an Adjunct tothe Credit Department.” 
Translated in my own verbiage, and, 
I have some language which I hardly 
ever use, this means that the bureau 
is an appendage, or, united to the 
credit department. Whoever coined 
that title ought to get a pair of cuff 
links from President Heller of the 
National. 











CREDIT BUREAU 


WE TELL THE PAST, PRESENT 
AND FUTURE 
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Credit bureaus depend on co-operation—not clairvoyance 


or, as Mr. Blandford would put it, | 
acquiesced. Now, of course, he did not 
directly state that | was expected to 
create a discussion or a scene; he is 
too much of a diplomat for that. He 
said that the subject had been assigned 
to me because I was peculiarly fitted 
for the subject; having had experience 
as both a credit manager and a bureau 
manager. Somewhere in that letter, he 
said admirably but | use a pocket size 
dictionary and I don’t know yet whether 
he was being nice to me or not. Much 
time has been consumed in this open- 
ing, purposely, as the more time I take 
here and get away with, the less 
discussion. I like discussions, because 
when they ask me a question and | 
can’t evade it, I usually must answer it. 


The credit bureau must be an 
adjunct to the credit department if it 
wishes to succeed. Unless it is actually 
united to the credit department of all 
its members, it will be stranded sooner 
or later. 

We do not need to again go into the 
value of the credit system of this 
country or the relative percentage of 
credit to cash transactions or the more 
modern method of stimulating sales 
by the very popular, though much 
assailed, installment plan of selling. 
Credit is not new. It is older than 
money. It is as old as barter and trade. 
The oldest principle of finance is that 
you can’t spend your substance and 
have it too. To attempt to restrict 
business, even in a minor way, to a 


strict cash basis would be impossible. 
Other than forcing the closing of many 
factories and the resultant unemploy- 
ment, it would smother itself im- 
mediately in that there is not money 
enough in circulation to go around, 
considering even one day’s credit 
transactions on the open market. Did 
you ever realize that credit buys gold? 
It, therefore, must be more valuable 
than gold. 

Now, it is accepted that you cannot 
run a business on nothing but book- 
keepers, no matter how clever they 
are or how many cute little tricks of 
accounting their minds may devise. 
A business has many obligations which 
must be met promptly. It must render 
service which will be on a par with the 
merchandise it offers for sale. Because 
of keen competition, it must be alert 
to modern methods and meet the ex- 
acting requirements of modern people. 
It must keep its assets liquid to be 
recognized in the modern market and 
still it must allow its merchandise to 
be distributed at once and as fast as 
possible, and wait for payment for this 
merchandise at a future date; how far 
future only a matter of how well it has 
placed this merchandise, plus the 
relatively small contingency of local 
Credit has changed much in 
recent years for both the retailer and 
the wholesaler. 

After all, the 
handles his business is reflected at 4 
greater degree than is readily obvious 
upon the wholesaler whose success of 
failure may be due to the retailer. 
The entire structure of credits travels 
in cycles. Loose credits have even been 
known to affect the community and 
its prospects of a bright and prosperous 
growth. Competition among cities, 
which is quite general where the com- 
munities are within easy riding dis 
tance, by automobile, of one another, 
demands that business be on a sound 
plane and that the merchants be in4 
position to place their merchandise for 
sale at as low a mark-up as possible 
A loose credit policy with slow cast 


crisis. 


how well retailer 
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turnover is reflected in the selling price 
of merchandise as the merchant is 
enabled to do but two things with 
losses: either take a smaller profit for 
himself or take a little higher mark-up 
to compensate for the loss and thereby 
have his selling price carry the burden; 
ultimately the consumer. Competition 
must be kept in mind in marking goods, 
therefore it is necessary that losses be 
regulated in some manner to minimize 
them. Granting credit is no longer 
based on a “hunch” or on past good 
luck. The losses of a retailer, be they a 
few hundred dollars in one store and 
possibly a few thousand in another, 
represents a comparatively few actual 
accounts as bears to the large number 
of accounts on the books. A loss of, say, 
five hundred dollars in a year might 
represent only ten accounts, or even 
less. These can usually be traced to a 
lax policy or perhaps the neglect of 
an investigation at the time the account 
was granted. In many instances a re- 
port from your bureau at the time the 
application for credit was made would 
have prevented that loss. Now, let us 
take a peek into this credit bureau just 
a little bit. It must be a wonderful 
organization to be able to save a re- 
tailer some money despite the fact 
that he pays for the protection. Con- 
trary to the belief of some people, the 
manager is not a mind reader. His staff 
never go into a trance and try to 
make ugly faces at a crystal ball. 
Neither is a ouija board standard 
equipment of a modern credit bureau. 
They are a service staff and when they 
don’t serve, it is usually because they 
are not permitted to serve by the 
credit manager himself or his store. 
If I should have time to go into the 
many services which you can derive 
from a bureau, it would sound like so 
much ego. Briefly, it is a centralized 
credit department and it must be 
treated exactly as such by each of its 
members, keeping in mind that what 
is deposited there comes back with 
handsome profits. In this day, the 
bureaus are not limited to the staff at 
home nor the number of master-cards 
on file in the bureau. Through affilia- 
tion in the service division of the 
Retail Credit Men’s National Associa- 
tion, nearly nine hundred bureaus 
throughout the United States, Eng- 
land, Canada, and Alaska, offer each 
local member the information from 
more than fifty million master-cards. 
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Are you doing your share to warrant 
getting the benefit of this credit data? 
Ask yourself the question. I realize 
that the whistle on the locomotive 
does not pull the train,and I too know 
that one reason we eat more hen 
eggs than duck eggs is because the hen 
makes a heck of a noise when she lays 
an egg, whereas the duck just waddles 
away as though nothing happened. 

It isa 
no matter how good 
matter how well 
trained his staff, it will not function 
properly without the applied and 
active co-operation of its members, the 
merchants and their credit managers. 
May I dwell upon this just a little 
longer—the files of the Hartford 
contain information written 
upon 197,000 master-cards. Enough 
cards to stretch a distance of nineteen 
and one-half miles if placed end to end. 
The combined experience of 172 mer- 
chants of Hartford with nearly two 
hundred thousand customers. Without 
the active co-operation of our members 
we would not be able to boast of any 
records. 


Why rave about a bureau? 
peculiar business 
its manager—no 


bureau 


Our staff is composed of 
usually ten girls, one outside special 
reporter and myself and we manage 
to keep about 12 telephone lines red 
hot all day. Could we do any of this 
without our merchants’ absolute co- 
operation? Exchange of references be 
tween stores is unknown in Hartford 
and it should be unknown in all other 
cities. Who ever heard of a customer 
giving the name of a store as reference 
with the knowledge that they will 
speak unfavorably of the applicant? 
It sounds illogical. What a credit 
manager wants to know is how many 
accounts the customer has; how they 
are paid and how much is owed at this 
time. Will the trade reference furnish 
this? Inquiry at the bureau develops 
all the accounts; not the favored one 
or two which are kept for reference. 
Inquiry at the bureau automatically 
warns the bureau that should it ever 
detrimental information on 
that customer of yours, in the event 
that the rating or report warrants 
opening the account, you are to be 
advised of a change in standing without 
waiting for you tore-check. All bureaus 
with mighty few exceptions render that 
warning service on detrimental in- 
formation, but it is physically im- 
possible to warn all its members, so 
only those who have expressed an 


receive 


interest in the account are notified. 
The credit bureau is an adjunct to 
your credit department only just as 
long as you treat it as an integral part 
of your own business—as though it 
were located within your own office or 
There are times when a mer- 
chant does not call the bureau for a 
report. Probably the account was 
guaranteed by a friend. That should 
not place the merchant in the position 


store. 


that he does not want to receive in- 
formation as to a change in standing. 
All you have to do is to notify the 
bureau, in whatever manner is cus- 
tomary in your city, that you have 
That will 


enable you to get the warnings, as your 


opened a new account. 


code number will be placed on that ac- 
count. You will be giving the notice 
to the bureau that you are interested 
and at the same time letting the 
bureau that are another 
source of credit data when that person 
applies for several accounts within the 
next few weeks. 


know you 


I do not want to give you the im- 
pression that your bureau is like a pair 
of suspenders and that everything 
depends upon it. | would like you to 
look upon it perhaps as a crutch which 
will help to support you when you lean 
on it, but requires some effort on your 
part to raise it and move it forward 
when you want to get elsewhere. You 
must work with it. Credits is a mighty 
fascinating game. It is discouraging 
too at times. Collections may be slow 
departments are lax in making adjust- 
ments and settling claims, and maybe 
the bureau is bothering you too often 
to re-clear accounts for somebody else. 
But place yourself in the position of 
the limburger cheese manu- 
facturer who could not afford to hire 
a freight car to ship his product. He 
had to ship it in a box about six feet 
long and three feet wide and check it 
as a corpse in the baggage car of a 
coach train and ride along with it. On 
one of these trips, where he used to 


poor 


make a periodical visit to the baggage 
car to see that everything was ac- 
cording to Hoyle, he was accosted by 
the baggageman, who inquired if it 
was a relative. Of course he had to 
keep up the bluff, so he sobbingly 
acknowledged it was. “Well, you have 
one consolation, old man, you are sure 
he’s dead.” We all have troubles and 
trials, so why worry. Credit is still 


(Continued on page /2) 
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Cooperation between Cities and Towns 


Delivered before the Sixth Annual Conference of Retail Credit Grantors of New England 


May 11, 1927, at Hotel Statler, Boston 


By Maset Osporne STEWART 


Executive Secretary, Portland (Maine) Credit Men’s Association 


Mr. Chairman, Retail Credit Grantors 
of New England, and Friends: 
T is indeed a privilege and a 
pleasure to come before you this 
afternoon at Sixth Annual 
Conference. I am sure that those who 
have attended these conferences reg- 
ularly will agree that we no longer 


our 


come as sojourners in the wilderness 
of unfriendliness, but we come in the 
open field of friendship to help each 


or procedure mutually beneficial to the 
merchant and the credit seeker. 

It might be questioned, ‘““Why is a 
specific co-operative procedure so de- 
sirable and so beneficial to the mer- 
chant and the credit seeker alike?” 

Because, credit information is col- 
lected not only from the ledgers of 
many co-operating merchants, but 
from other sources, and is thereby 
specialized information, and of an ex- 
tensive and reliable nature, as opposed 





An unfair burden 


other solve the problems which arise 
as we progress in the business of credit 
extension. 

Co-operation in matters affecting 
credit between the large cities and the 
small cities and towns of New England, 
is a matter requiring much thought on 
the part of merchants and _ their 
representatives, doing a legitimate re- 
tail business, if the standard of credit 
extension is to be raised in this vast 
area. 

Co-operation in matters affecting 
credit simply means: joint action of 
merchant with merchant to establish 
a unity of purpose and a form of co- 
operation in credit procedure—a form 


to the conserved and therefore un- 
reliable method of direct inquiry in- 
formation collected from the experience 
of maybe two or three merchants at 
the most. 

A specific, co-operative procedure, 
and therefore the most reliable for 
credit information, would be beneficial 
as between merchant and customer or 
credit seeker because the merchant 
would be in the best possible position 
to gauge any proposed credit extension 
to the customer and the customer 
would be protected from unduly ex- 
tending himself. 

We learn from experience that 
preaching co-operation without practic- 


ing co-operation has had little effect in 
reaching that standard of perfection 
so essential in building an association 
to function on sound principles, and 
we may prove for ourselves that by 
co-operating unstintingly, we reap a 
reward commensurate to our efforts. 


There is an ever extending use of 
credit, and since credit is on the in- 
crease and being extended to individ- 
uals all over the country, by our New 
England merchants, to _ individuals 
worthy of credit and otherwise, what 
co-operation is being given to these 
merchants, one to the other, to 
eliminate the undesirable credit risk? 

Are these merchants co-operating in 
the furnishing of that worth-while 
credit information which will assist in 
sound business transactions? 

Do merchants consider that they 
are co-operating by answering and 
calling for direct information, believing 
this to be the best method possible, 
perhaps giving information to one, 
ignoring the other, and, in any case, 
playing around the association and not 
through it? 

During the past few years we have 
had considerable experience relative to 
direct inquiries and the working out of 
this problem has been gratifying. 

Irrespective of the mode of contact, 
which we all have had with the New 
England territory, it has been found, as 
a whole, beneficial. 

The contact with associations through 
the medium of special reports is 
valuable, but the spirit of co-operation 
is yet to be manifested through this 
channel. 

For instance, some of our associa- 
tions use every effort in making an 
intelligent report based on the in- 
dividual’s financial and moral worth, 
together with actual trade clearances, 
and written in plain figures of dollars 
and cents without a code. 

This kind of a report compiled with 
actual facts and not opinions, and 
mailed as quickly as possible, is what 
might be called co-operation on the 
part of one bureau or association to 
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help the other build a standard of 
efficiency and incidentally its own, 
thereby equipping their respective files 
with worth-while credit information 
and at the same time lightening the 
task of an association. 


The report of little value is the one 
which comes after several days’ delay, 
sometimes written in the form of a 
letter with the essential facts omitted, 
to-wit: financial worth nor paying habit 
not mentioned, but with an assurance 
that the credit applicant lives at the 
“above address” and “‘appears” to be 
worthy of credit. This report, you will 
agree, is not worth the two-cent stamp 
which brought it. 


We all know that circumstances alter 
cases in working a good report and 
largely depend on the subject, but it 
seems to me there should be little ex- 
cuse to offer by anyone of us for work- 


ing a poor report, considering the - 


privileges one has in attending our 
conferences,readingtheCrepit Wor Lp, 
and especially the daily experience one 
has in working local reports. 

A poor report is more or less backed 
by a thought of selfishness or lack of 
mterest, in other words, Jack of co- 
Operation. 


It is essential that information in 
our reports should be reliable, com- 
plete, and up-to-the-minute, and should 
be sent to the inquiring association 
within a reasonable period. 


It would be better in some instances, 
in order to protect a bureau manager 
from unjast criticism on the part of 
a member who asks for an out-of-town 
report, for which sufficient facts are not 
obtainable by the out-of-town bureau 
to make an intelligent report, that the 
inquiring bureau be given the privilege 
of working this report in that vicinity. 
But there is one thing sure, if one 
bureau can make a worth-while report, 
another with a little more interest and 
effort can do likewise, for the condi- 
tions are practically the same in all 
vicmities. Co-operation in the field of 
special reports will do much for New 
England in matters affecting credit. 

The contact which we have daily 
through the use of the “Prepaid Trade 
Inquiry Coupon” and the abiding by a 
recently established policy of our 
association, that all credit inquiries be 
cleared through the association’s office, 
has proven to be of unestimated value 


in Portland. 


About a year ago when the little 
brown coupon was first introduced by 
the National, it was no doubt looked 
upon with scorn by many bureaus 
backed by the non-co-operative inter- 
est of their members who still wished 
to get something for nothing by way 
of direct inquiry, and judging from the 
large number of direct inquiries still 
prevalent, the real worth of the coupon 
is yet to be learned and appreciated. 

One year’s use of the coupon, to- 
gether with the stand taken by our 
association which was in the first 
instance necessitated by the use of the 
coupon, has done much in bringing 
our membership as a whole to lean 
more and more on the association and 
is constantly proving that the use of 
the coupon is a real protection against 
credit losses. 

Direct inquiries, or merchant to 
merchant confidential inquiries, must 
go out with the trend of the times— 
this is the age of the specialist—and we 
must specialize—which means in the 
world of credit—we must co-operate. 

No longer can the merchant afford 
to, or even hope to, build his credit 
business by dorrowing credit informa- 
tion which can only be a shot in the 
dark at the best each time he borrows, 
even though he may add the promise 
to reciprocate at some future date. 

Our attention in Portland had been 
directed by credit managers to the fact 
that the whole matter of “Direct 
Inquiries” imposes a daily burden in 
.an office, working a hardship for the 
employees and costing the office ad- 
ditional overhead to handle the large 
number of inquiries which constantly 
come, and as one merchant expressed 
it, “If this business keeps up, an extra 
clerk will have to be employed to wait 
upon our out-of-town merchants.” 

But you may ask, “Don’t Portland 
merchants use the direct inquiry?” 

Yes, they did, and some do even now; 
but I am frank when I say that the 
attention which has been given by 
Portland to “out-of-town” inquiries 
was seldom returned, although the 
inquirer wrote, “We will reciprocate 
when you desire.” 

While Portland, a small city by 
comparison, willingly and cheerfully 
assisted merchants in the large cities 
of New England, furnishing to them a 
volume of credit information fresh 
from their ledgers in actual figures, 
helping these merchants to build for 


themselves a very desirable credit 
list and still waiting for their reward 
of reciprocity—out in St. Louis the 
“Trade Inquiry Ticket” was being 
planned. 

Sound reasoning today points to the 
fact that the direct inquiry is a menace 
to sane credit extension and contrib- 
utes to the destruction of strongholds 
in organized centers. 

Merchants and credit managers may 
consider that, in courtesy to their 
customers, they answer the 
direct inquiry; but a real courtesy to 
the customer and in fairness to both 
the customer and the inquiring mer- 
chant, the inquiry is best answered by 
co-operation through the organized 
credit bureau or association. 


must 


As one familiarizes oneself daily with 
reference clearances alone, one cannot 
help but see that the direct inquiry is 
an evil to a merchant’s business and 
that this evil must be abolished. 

Why are we so interested just now 
in co-operating along the line of trade 
clearances? Because, it is clearly 
evident that merchants in organized 
credit sections of New England using 
the “direct inquiry” are not co- 
operating to eliminate the undesirable. 

In Portland we have worked, and 
are working out, many problems and 
are gradually gaining the support of 
other bureaus to have their members 
conform to our co-operative form of 
procedure, which is permanently estab- 
lished and to which our association is 
definitely committed. 

King Solomon said many hundred 
years ago, ‘““Where there is no vision, 
the people perish,” and today it may 
be said that that merchant perishes 
who attempts to build safely and 
without loss on free information when 
he allows his vision to be blurred by the 
cost of a credit clearance. 

And here, may I add, speaking for 
Portland, that while we are satisfied 
with our policy of handling trade in- 
quiries, and that while the 30-cent 
coupon has done much to level the 
burden imposed by the “direct in- 
quiry,” that the price of the 30-cent 
coupon, as far as we are concerned, 
still remains an open question and it is 
yet to be determined in our own minds 
whether the price of the coupon is ade- 
quate for the information furnished. 

Continuing along the line of co- 
operation, may I say here for the 

(Continued on page 30) 
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The Use of the Telephone 


in Collections 


Credit Manager, 


By Ben Z. Levin 


S. Friedlander & Sons, Seattle. 


An address given before the Associated Retail Credit Managers of Seattle, April 25 


OW many assembled here to- 
night have ever stopped to 
and im- 
portant a part the little mechanism 


realize how great 
called the telephone plays in our social 
and business life? Really we are living 
in what might be termed a 
Age.” 

In the present era of commercial ex 
pansion, the telephone is the modern 


“Telephone 


collection medium has over others are 
that it permits of more personal con- 
tact, is more forceful, saves time, saves 
money and is more definite. 

the subject 
Probably one of the 
greatest advantages of the telephone 


Let us now consider 


point for point. 


medium is the 
element of personal contact, which the 


over other collection 


telephone makes possible. This person 





Me. SmitrTa 
1s Too BUSY 
TO SEE You 


5 














THANK You. T'it 
FOLLOW ‘OUR. PLAN 
OF SETTLEMENT. 














Never too busy to answer the phone 


genii. Its practical use in every day 
business affairs is due to several facts. 
It removes barriers, banishes distances 
and erases time. These are prime con- 
siderations in the business world—and 
what is true of business generally in 
its relationship to the telephone can 
specifically be said of the use of the 
telephone in collections. 

Managers of credit and collection 
departments bear testimony to the 
fact, that the telephone is playing a 
greater part today in the collection of 
past due accounts than ever before, 
and is probably the most effective of 
modern methods of collecting. 

And why should this be so? Because 
it goes, without contradiction, that the 
advantages which the telephone as a 


al contact permits a better under- 
standing of the debtor’s condition than 
any written instrument, which results 
in a better means to adjust the existing 
differences and get the money due, 
since it immediately permits of sug- 
gesting settlement methods at the time 
the debtor gives his reason for de- 
linquency. A working foundation has 
been established, which proves in- 
valuable during the latter stages of the 
account. 
Obviously the telephone call de- 
mands much more attention than the 
letter; the conversation can be made 
much more forceful, for the telephone 
collector insist on a definite 
promise as to when payment will be 
made. This can best be accomplished 


can 


by making the customer feel at ease 
when talking over the phone, just as he 
would be made to feel in a personal 
He will then be in a frame 
of mind that will cause him to elucidate 


interview. 


and give the pertinent facts in which 
the operator or telephone collector is 
interested. By displaying an interest 
in what he has to say it is surprising to 
note how much—oftentimes 
much—he divulges, things he would 
think out of place in a letter. Having 
gotten him into this talkative mood, 
permit him to continue 


too 


-then spon- 
taneously offer a few suggestions at the 
psychological moment. He cannot help 
but succumb to your suggested plan. 

The element of speed in reaching 
debtors by telephone is without equal. 
Letters, besides taking time to prepare, 
and time for 4 
reply to be made and delivered, creaté 
an attitude of procrastination in the 
mind of the debtor, due to the trouble 
involved. 


and to be delivered, 


The reply to the letter is 
delayed or entirely ignored; 
but not so of the telephone call, for 
it is rare that the debtor outguesses 
the ring of the telephone and ignores 
it. Then when the debtor answers the 
phone, an avenue is opened up which 
causes him to use the least lines of 
resistance in responding, and thereby 
resulting in making it easier for him 
to adjust his account than by any 
other known means. Obviously the 
telephone call is much faster than the 
An intelligent man at the 
telephone can call upon as many people 
in one day to better advantage than 
three or four personal collectors can 
in two days. 


usually 


collector. 


This brings us to the money-saving 
element in telephone calls, which is so 
closely linked with the time-saving 
factor. The telephone collection 
method is an economy when one con- 
siders the long list of savings on 
stationery, postage, stenographic and 
collector’s expenses, etc., and is even 
a greater advantage when one con- 


(Continued on page 18) 
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Vice President J. P. Hewitt’s Address to 
the Wholesale Credit Men 


Delivered at Convention of National Association of Credit Men, Louisville, Ky., June 8. 


Mr. President, Ladies and Gentlemen 
of the Convention: 

FEEL somewhat embarrassed this 

morning representing, as I do, the 

first appearance of a retail credit 
grantor on the convention program of 
the National Association of Credit 
Men. As such, however, I hope to 
create a reaction that will redound to 
the benefit of both organizations. 

A distinct honor has been conferred 
upon me by my own association in my 
selection as its representative on this 
occasion. This trust and responsibility 
I accept with a full realization of the 
additional honor and pleasure thus 
afforded me in addressing your great 
organization. My appearance on your 
program today is the direct result of a 
recommendation of the joint com- 
mittees on co-operation of the two 
associations, that a retail credit grantor 
appear on your convention program 
and a member of your organization on 
ours. This recommendation was made 
with the thought in mind that in so 
doing, a better contact between the 
two bodies could be established, there- 
by affording an opportunity for closer 
co-operation. 

We must admit that in the past both 
organizations have dug themselves in, 
creating a No Man’s Land, as it were, 
across which neither dared nor cared 
to cross. About two or three years ago 
observation balloons were sent up, 
listening posts established and when 
the position of each was definitely 
determined, scouting parties were sent 
out. Last year a small party led by 
your humble servant went over the 
top, crossed No Man’s Land and 
reached your Great General Head- 
quarters, where we were received by 
your commander-in-chief, his general 
staff, and his officer of the day, Mr. 
Hinchman. It is hardly necessary to 
State, our reception at the hands of 
these gentlemen was most cordial, the 
luncheon very delicious and the con- 
ference most instructive and inspiring. 
Reciprocal information was not to be 
denied, so your general staff and others 
crossed No Man’s Land and entered 


our trenches, where our plans and 
objectives were laid bare and explained. 

What result of these 
inspections. The committees found we 
were both using the same tactics, the 
same caliber guns, the same ammuni 
tion, and last, but not least, were 


was the 


supporting the same cause and firing 
at the same objective—the protection 
of the accounts receivable of this great 
nation. With the definite establish 
ment of this fact, must there not of 
necessity exist some mutual founda 
tion upon which we may build, that by 
a closer of effort the 
interests of both may be better served? 


co-ordination 


If there is any justification for the 
existence of an association of credit 
men, that justification lies in its ability 
to render a service to the merchants of 
the country; and what greater service 
can be offered than the proper pro- 
tection of their accounts receivable? 
Retail sales in 1927 were in excess of 
forty-two billions of dollars and it is 
estimated fifty per cent were credit 
sales, so a great responsibility rests 
upon the retail credit grantors and the 
Retail Credit Men’s National Associa- 
tion. This immense contribution to the 
business of the nation compels recogni- 
tion and if we are worthy of our pro- 
fession we dare not shirk our responsi- 
bility in seeing that credit is soundly 
and justly administered, surrounding 
it with every safeguard human in- 
telligence can devise. Therefore, we 
feel it our sacred duty to join you in 
this great effort to safeguard the credit 
of the nation. The fundamentals of 
credit are the same regardless of 
whether it is a productive credit, 
which is liquidated from the income 
derived from the credit itself, or a 
consumer’s credit, which is dependent 
for its liquidation upon income, earn- 
ing capacity and sometimes the hy- 
pothecation of future earning capacity. 
That we believe this to be true, is best 
evidenced by the fact that although 
proceeding independently, our methods 
of procedure are along similar lines. 
Your worthy president has likened 
the protection of credit to a citadel, the 


defense of which is the duty of every 
credit grantor. Your first line of de- 


fense is your educational program, 
your appeal to your membership to 
realize that the granting of credit to 
day is a profession and as such must 
be handled by trained men; that this 
training is acquired in a large measure 
by contact with his fellow members at 
local association meetings, regional con- 
ferences and national conventions. Of 
this 1s 


general program as it is only a part 


course only a part of your 
of ours, but it demonstrates that we 
understand and speak the same lan 
guage. 


to impress the individual credit grantor 


We have endeavored not only 


with the responsibility and importance 
of his position, but the merchant as 
well. Especially has this appeal been 
made to the smaller merchant as a 
warning against his greatest pitfall, 
that of securing sales volume at the 
expense of sound credit. Through the 
medium of a conducted 
sought to 
impress the value of good credit upon 


nationally 
newspaper campaign, we 
the several millions of our people who 
enjoy credit privileges. 

Your next line of defense, and I 
think your strongest, 1S the co opera- 
tion you have developed in the exten- 
sion of credit, the exchange of ledger 
information through the machinery set 
up for that purpose, your interchange 
bureaus. I do not know how many of 
such bureaus you have, but I venture 
sufficient for the 
proper distribution of this information. 


to say you have 
This kind of information is equally as 
indispensable to the granting of sound 
retail credit, and for its proper dis- 
tribution we have over eight hundred 
reporting bureaus all connected by a 
coupon system of exchange, thereby 
placing over fifty million credit records 
at the disposal of the retail credit 
grantors of the nation. 

Your next line is also a most im- 
portant one, holding as it does un- 
limited opportunities for service both 
to debtor and creditor. Through your 
adjustment bureaus it is not only 


(Continued on page 28) 
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The Credit Bureau as an Adjunct to 
the Credit Department 


(Continued from page 7) 


granted according to three C’s,which, 
I am told, take in Character, Capacity, 
and Capital. All but character can be 
learned with comparative ease. Char- 
acter is that something which I, as an 
individual, must conceal, even to my- 
self, maybe. 

Once in a while some wise-cracker 
will say, “Be yourself, Al.” I shudder 
to think what I might be if I were my- 
self sometime for just a moment. May 
we liken character to something un- 
seen—as, for instance, our brains? No, 
they being unseen, there is a doubt. 
We wonder. Suppose we try to visual- 
ize an iceberg. That is described as a 
gorgeous spectacle. Those who have 
been fortunate enough to see an ice- 
berg have proclaimed it a magnificent 
sight with its splendor magnified in 
the sunlight emphasizing a mountain 
of glistening ice and snow, increasing 
in beauty and brilliancy as it nears. 
I am told that the ship’s captain gives 
his passengers but a very slight view 
of this peak of brilliant ice and snow. 
He steers his ship far away from it. 
Miles in fact. He knows that the 
beautiful spectacle upon which the 
passengers are gazing in the rapture 
is but one eighth of the mountain 
floating dangerously in the ship’s lane. 
Seven-eighths of this iceberg is below 
the surface of the sea and that un- 
known mass below the surface is a 
menace to navigation. What could be 
better likened to character? 

What you see of me on the surface 
is probably but one-eighth of me as 
I actually am. The unknown seven- 
eighths below the surface may be a 
menace to the navigation of business. 
I have pride; I have ambition; I have 
some ego, and I have sense enough to 
want to strengthen my position in life; 
therefore, I allow you to see me on the 
surface. If we can’t see character and 
can’t fathom mentality, what then? 
How can the bureau help me? A 
substitute called reputation is called 
in. It is a substitute; but for the want 
of something better, it must be used. 
I can guard my character but I can’t 
very well shield my reputation. The 
bureau can and will give you reputa- 
tion before it is distorted and twisted 
by partial and biased opinions. Use it. 


I have not touched upon the internal 
routine of a bureau, as that is probably 
well known to most of you and you've 
probably heard it mentioned so many 
times. I have been in retail credits 
since 1913, with nine years of that 
time as a credit manager in a retail 
department store. It does not require 
a very bilious imagination to conceive 
that a better service can be rendered 
our customers and our prospective 


customers by equipping that very im. 
portant part of any business, the credit 
department, with a tool fashioned to 
do the work. Ladies and gentlemen, 
the human element enters into our 
work probably more so than in other 
endeavors, and I ask you if I may 
reiterate: You get out of a credit 
bureau what you put into it, with hand- 
some dividends, and a good manager of 
a bureau and a good staff alone, without 
the entire co-operation of its members, 
will never make a good credit bureau. 
That, ladies and gentlemen, is my 
interpretation of the credit bureau as 
an adjunct to the credit department. 
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OFFICIAL NOTICE 


All members of the Retail Credit Men’s National Association are 
hereby notified that the annual convention of this association will be held 
in the City of Providence, State of Rhode Island, beginning at 9 o’clock 
a. m., August 9, and continuing to August 12, inclusive. 

Every member in good standing is entitled to representation and vote, 


All proxies must, however, be given to a member residing in the same 
or an adjoining state as the member whose proxy he holds. 

Local associations are entitled to one accredited delegate for each 
ten members, but one delegate may cast the ballot of the entire local, if 


The following officers are to be elected: president, first vice-president, 
second vice-president, five directors for three years, and one director for 
two years, to fill vacancies created by expiration of terms of 

President E. B. Heller, St. Louis, Mo. 
First Vice-President Leopold L. Meyer, Houston, Texas. 
Second Vice-President J. R. Hewitt, Baltimore, Maryland. 
Direcrors—Turee YEARS 
Franklin Blackstone, Pittsburgh. 
W. F. Powell, New York, N. Y. 
C. M. Reed, Denver, Colorado. 
H. C. Sparks, Cincinnati, Ohio. 
C. H. Gimar, Des Moines, Iowa. 
Direcror— TwoYEars 
To fill vacancy created by death of Richard Crawford, of Baton Rouge, 


* + * 


August tenth will be devoted to Group conferences in charge of Mr. 
J. H. Edgerton, credit manager of McCreery’s, New York, general chair- 


* . * 


Special rate of fare and one-half has been grated by all railroads, 
applying to delegates, families and friends. The ticket agent will issue a 
certificate when ticket is purchased. This must be turned in when you 


* * * . = * 


Convention headquarters will be the Providence Biltmore Hotel. 


Reservations should be made as soon as possible. 
Gilman, Lamson Oil Company, Providence, Chairman of the Hotel com- 


* * > 


. * * 


Write to William 
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* Tomorrow’s Profits are in 
* Today’s Written Records 


ck Surely you recognize that written records for cash and credit 
transactions are a fundamental necessity in modern retailing. 
te, ~ 

You know that Lamson Systems are the only systems that 

both compel and permit written records of every transaction 
me involving the sale of merchandise. 

But if you are using your Lamson Tubes for these purposes 
ch alone, you will be concerned to learn that you are availing 
if yourself of but a part of the complete service they render. 

It is extremely important to have a record of all of the thou- 
nt. sand and one activities that go on every day in your business. 
ae Memory cannot retain a tenth of them, and no one individual 


in your store is in touch with more than a small fraction of 
the important steps that are taken in your business every day. 


But it is easy to arrange that these activities will be performed 
in an orderly, speedy and accurate way — and with or ee 
economy than ever before—through the use of Lamson Tubes. 


You can systematize many of your operations without spend- 
ing an additional cent for Lamson equipment, and you can 
expedite many present slow and costly methods with the ad- 
dition of a few tube stations, additions that will provide you 
complete control over stock, employees, and equipment. 


The little hidden costs of operation make the big losses in 
retail merchandising. 


m Lamson can aid you in developing easy, accurate and self- 
ee, supporting methods of recording and handling all your im- 
portant operations. Write us for the interesting facts. 


Tomorrow’s profits are controlled by today’s records. 







Mr. 
is THE LAMSON COMPANY 
SYRACUSE, N. Y. 
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National Office Items 


IRVING BROWN RETIRES 


Mr. Irving C. Brown, who for the 
past 22 years has been credit manager 


of the L. 


Bamberger & Company, 


Newark, N. J., will retire about 
August 1. 

There is a note of sadness in the 
announcement, as the entire credit 


world, both retail and wholesale, has 
for many years looked upon Mr. Brown 
as an ideal credit executive. 

For over thirty years he has been a 
credit manager, and during that time 
has gathered such a store of knowledge 
as regards the profession of credit 
granting, that he was looked up to as 
an outstanding authority. 

He was one of the pioneers who 
organized the New York Association 
of Credit Men, and in 1907 became a 
charter member of the Newark Asso- 
ciation of Credit Men, later known as 
the North Jersey Credit Men’s Asso- 
ciation, and in 1913-1914 served as 
president of that organization. 

He became a member of the R. C. 
M. N. A. in 1917, and was elected 
National Director in 
until 1921. 
member of the Finance committee of 
the R. C. M. N. A. and responsible 
for the installation of a budget for 
the control of its affairs. 

His pleasing personality and genial 
disposition made him a friend of all 
with whom he came in contact, yet he 
had a subtle force back of his kindly 
reserve which made one feel he knew 
his business. 


1919, serving 
He was for three years a 


His whole being breathed sincerity, 
and even those few who disagreed with 
him were forced to admire his stead- 
fastness to a principle. 

One of his hobbies was the closer 
co-operation of the wholesale and 
retail credit associations and he served 
on the committee for that purpose. 

The credit world will lose an out- 
standing member with the retirement 
of Mr. Brown. But he has the sweet 
consolation that comes of duty well 
done and the knowledge that his life 
will be an inspiration to the rising 
generation of credit grantors. 

The entire membership join in wish- 
ing Mr. Irving Brown and his family 
every success and happiness, and that 
he may enjoy with advancing years 
the fruit of a life well spent and a life 
of usefulness, sincerity and brotherly 
love. 


OMAHA, NEBRASKA, WILL HAVE 

SPECIAL CONVENTION TRAIN 

Managing Director D. J. Woodlock 
recently visited Omaha and states it 
will not be long before Bureau Man- 
ager Allen T. Hupp will have his entire 
membership of 700 enrolled in both 
local and National associations 100%. 
He is planning a special train for 
delegates to Providence, going by way 
of Chicago, to accommodate delegates 
from the North and Northwest. 

THE CONVENTION PROGRAM 
Heller and Managing 
Director Woodlock are hard at work 
on an educational and entertaining 
program. 


President 


They promise action from 
the call to order to adjournment. Not 
a dull moment. Many new features 
and several surprises. 
PRES. LOVETT AND SEC. RILEY 
AGAIN MAKE “HOLE IN ONE” 
What do we mean? Just this. The 
above gentlemen, on their own time 
and at their own expense, took it upon 
themselves to repeat their wonderful 
accomplishments in Marshall, Mo., 
and at Liberty, Mo., and after three 
attempts in getting the 
entire Liberty membership in One 
Hole, namely: 100% National affilia- 
tion. That makes two towns in six 
weeks to the credit of these loyal 
workers. 


succeeded 


DETROIT HAS NO SMALL 
BUREAU 

They occupy the entire sixth floor 
and part of the fifth floor of the 
Barlum building, 6000 square feet in 
all, and they are going to have to 
expand again in the near future as 
they are already crowded. 

Their files contain a ‘million in- 
dividual records and in 1926 they 
made 225,000 reports. This Detroit 
bureau is certainly no peanut stand. 


MAKE HOTEL RESERVATIONS 
NOW 

Those who expect to attend our 
convention in Providence August 9-13, 
should not wait until the last minute 
to make reservations. Write at once 
to Mr. William Gilman, of the Lamson 
Oil Company, chairman of the Hotel 
committee, Providence, R. I., or 
Hotel Biltmore, hotel convention head- 
quarters. 

REDUCED FARE FOR 
CONVENTION 

All railroads have granted us a 
special rate of fare and one-half under 
the certificate plan. That means when 


you purchase your ticket, you must 
ask for a certificate which you will turn 
in when you register at the convention 
and when validated will entitle you 
to half fare for return trip. 
forget to get the certificate. 


Don’t 


Dave Woodlock paying the last 
certificate of indebtedness 


(Continued on page 25) 
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Difficulties of Credit Manager in a 
Small City Store 


(Continued from page #) 


inclination to discharge this obligation. 
However, we can well afford to doff 
our caps to the credit grantor who 
trusts from season to season and 
emerges after his 12 months period 
with a profit. 

Another instance is the credit grant- 
or in the industrial sections. It is com- 
monly known that among steel work- 
ers and factory workers of different 
kinds that they buy according to how 
things are going with them. When 
wages are high and work is plentiful 
they are prone, like all of us, to want 
to invest in silk shirts, a good grade of 
suit, and shoes and ties, etc. to match. 
There is something magnetic about the 
desire when one has worked in the 
overalls during the week to want to 
come forth on the Sabbath sporting the 
best regalia that he can possibly afford. 
This cannot be correctly defined as 
extravagance. It simply represents the 
inherent desire to be as well dressed as 
the other fellow. 


SuDDEN FLUCTUATIONS IN INDUSTRIAL 
Towns 


In time of plenty the credit grantor 
in the industrial section has little or 
no difficulty in his credit granting or 
the making of collections, but one of 
the factors that he is always obliged 
to guard againstis the sudden closing 
of an industrial plant or the shortening 
of the week which will result in a 
proportionate decrease in the income of 
the employe. We are told that the 
person’s present address and the for- 
mer address and the place of employ- 
ment is ofttimes all that these credit 
grantors are able to get. They meet 
the man and from then on, it is a man 
to man proposition. The credit man 
working on the basis that with all of 
the risks he is obliged to take, the 
majority of them will take care of 
their obligations. The exceptions are 
similar to those given in the first il- 
lustration. People, who, through 
things over which they have no con- 
trol, are placed in a position where 
their income must be used for daily 
sustenance, and they have nothing to 
spare for payments on obligations 
which they have incurred. Economists, 


with considerable vision, are hardly 
in a position to prophesy very far into 
the future, so it would be difficult for 
the writer to prescribe a cure-all for 
the various ills. Some of the safe 
guards, however, have suggested them 
selves, and it would seem to me that an 
intimate contact with the employers, 
a careful follow-up of the trend of the 
times and frequent, frank discussion 
whenever possible, with the credit 
seeker would place the credit grantor 
in a better position to judge both cur- 
rent conditions and future possibilities. 

One instance was recently cited to 
me where a large manufacturer placed 
a $1,000,000 order with steel mills. In 
order to arrange for this production 
it was necessary for the mill owner to 
run his mill in shifts. For a time this 
brought about very good conditions 
and prosperity existed among the em- 
ployes. Suddenly, without much ad- 
vance warning the manufacturer with- 
drew his order for $1,000,000. This 
necessitated a slowing down of the 
activities, and the employes who had 
purchased credit on the strength of the 
proposed future work were placed in an 
embarrassing position. Many of them 
had contracted for credit and, looking 
at it in a strictly business light, the 
merchant was justified in the extension, 
as the credit seeker was equally 
justified in seeking the credit. How- 
ever, this seems to bring out the point 
vividly that the problem of credit ex- 
tension in industrial districts is more 
difficult than that we have in the large 
cities. 


Crepit Men SHouLp Know Markets 
In TEXTILE Towns 


In the New England States, where 
there are a great many cotton and 
woolen mills, the credit grantors are 
depending on the working condition 
of the mills. The mills, of course, 
gauge their production on supply 
and demand. When the demand is 
great they are working to full capacity 
and the employes, being human, are 
susceptible to the temptation of spend- 
ing while they have it, and the credit 
grantor in those territories being 
familiar from previous experience with 


the rise and fall of industrial condi- 
tions, has considerable of a problem 
on his hands. It seems to me, that he 
could, with considerable benefit, study 
the cloth markets, consult the mill 
owners or superintendents whenever 
possible, and thus follow the trend of 
industrial conditions in his locality. 

In territories where the means of 
livelihood is the raising of produce, 
we are informed that the crop condi- 
tion naturally has a decided effect on 
the canning situation and if there are 
which 
formerly was allowed to rot on the 
ground, now due to the methods of 
transportation, thisis canned or placed 
in jars. The credit grantor of that 
territory has a condition peculiar to 
this and must follow the markets of 
the large packers, so as to be in a 
position at all times to counsel with 
his customer as to the desirability of 
accepting credit if 
favorable. In all of the instances it 
seems the facts have demonstrated that 
when the times do change abnormally, 
the credit grantor has to accept the 
possibility of simply waiting for his 
money. 


considerable crops or a surplus 


times are not 


SmaLct Crepir Man Resourcerut 
AND INTELLIGENT 
Now—it is a source of considerable 


wonder to the speaker how they 
finance. We hear that necessity is the 
mother of invention, and if it has been 
your good fortune to discuss mer- 
chandising with some of these smaller 
merchants you will come to realize 
that necessity has made them very 
keen and in addition equally human, 
The credit grantor§ in the small places 
are doing an excellent work. The old 
idea of buy only what you can pay for 
has certainly become obsolete, and 
while the * 
its advantage in many ways, never- 
theless, if it were not for the credit 
houses a great many people would be, 
at least without the 
necessities of life and the means of 
sustenance. 


‘cash and carry” plan has 


temporarily, 


At a number of the large national 
conventions it has been most inter- 
esting to me to see the credit men 
from the small places in attendance 
at the conferences, eager to pick up 
any point of practical advantage to 
them. While their problem is, in most 
instances, not comparable to ours in 


(Continued on page 22) 
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Authorizers’ control desk located ia 


6 Bowe New National Charge Phone system just installed in 

the Goldenberg store in Washington, D. C., enables the 
credit department to pass on all charges without delay to the 
customer. The credit office has complete control over each 
charge because the control boards are located in the credit 
office with easy access to all records. 


Stores everywhere are changing to thitte: 


THE NATIONAL CASH 
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ited im ment of M, Goldenberg’s Store 

ed in The results of this system are: 

s the (1) Much faster service for the customer. 

o the (2) Better control for the credit department. 
each (3) Lower cost of installation. 

credit (4) Does not mar the appearance of the store. 


(5) Lower cost of operation. 


to thitter way of authorizing charge sales 
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The Use of the Telephone 


in Collections 


(Continued from page 10) 


siders the time and money saved in 
getting at the source of the delin- 
quency. 

Even for calls within a radius of one 
hundred to two hundred miles, the 
long distance telephone is often used 
to advantage. The call, besides bring- 
ing about a direct contact in a most 
expedient manner, has the added 
psychological value of impressing the 
party called, that the message is one 
of great import. 

The telephone is also indispensable 
to the success of collection agencies and 
legal organizations, as well as the 
ordinary store collection department. 
One of the chief ways in which the 
instrument is used by these groups is 
in tracing debtors who are either 
avoiding them or have moved several 
times. It often happens that in order 
to get any action at all on a settlement, 
steps must be taken in a hurry. The 
delay of information and plans by 
telephone often saves losses which up 
to the last minute seem unavoidable. 

A direct wire to the main operator 
with an unpublished number is a 
great asset in this work. Naturally, it 
slows down the work to have to get 
the store operator, who in turn obtains 
central; the further advantage of this 
plan lies in the fact that leaving a re- 
quest for a debtor, who is “not in,” 
to call a given number, without 
mentioning the firm’s name, will not 
give away the purpose of the message; 
neither is information operator per- 
mitted to inform the debtor as to the 
identity of the party leaving the call. 
This saves making many unnecessary 
calls when the debtor is not at home. 

The party telephone line brings a 
curious factor into the collection of 
bad accounts. Firms often receive 
complaints from customers who have 
been called about their accounts over 
party lines. But in most every case 
where a complaint has been received, 
payment has been received at the same 
time. It would appear then, that in 
such cases this objection is overruled 
by reason of the success of embarrass- 
ing the debtors into paying. The play 
upon a customer’s pride, however, 
must be done in such a manner as not 
to offend. 


It naturally follows that the con- 
sideration of employing the telephone 
in collecting delinquent accounts pre- 
supposes that a high type of tact be 
used by the person who does the talk- 
ing for the company, but not at the 
sacrifice of forceful, energetic and 
persistent methods. Tact, in this 
sense, means something more than 
mere it means an under- 
standing of human nature, good work- 
ing knowledge of the sensibilities of 
both sexes. One must pay particular 
attention to the tone of the debtor’s 
voice; if it is high pitched or shrill it 
denotes temperament—a high-strung 
individual— in which case one had bet- 
ter be cautious, and merely suggest. If 
the voice is low and the individual is 
slow to answer, urge him on. If loud 
and bluffing, give him to understand 
that business is meant and that pro- 
crastination will not be tolerated. At 
all times be firm, yet courteous and 


courtesy; 


careful — care does not presuppose 
being weak of heart or spineless when 
the customer attempts to give an 
alibi. definite 
promise for settlement can be effected 
without becoming abusive. One can be 
extremely forceful, yet unoffensive. 
In short, the same cardinal principles 
that are applied in collections generally 
must be employed in, the use-of the 
telephone for collecting. One must 
keep in mind the five P’s of successful 
collection: Prompt, Persistent, Pa- 
tience, Polite and Pleasant. To explain, 
polite and pleasant means to use tact. 
Tact is the necessary element to your 
operation as a successful organization. 
A tactless collection department, re- 
gardless of method employed, can 
jeopardize more business than all the 
full-page advertisements can obtain. 

While it is not recommended that 
the telephone be used exclusively in 
collecting delinquent accounts, it has 
been pointed out that considerable 
savings can be effected by its use. 
There are other methods of collection 
which serve a definite purpose—the 
statement, the letter, the personal col- 
lector and the legal procedure. The 


Insistence as to a 


telephone call should precede the latter 
two methods, yet be intermingled with 
Personal collectors and law 


them all. 


suits are unquestionably too expensive 
for general use; the statement and 
letter series, though they serve a good 
purpose, lack the warmth of a personal 
phone call and, in effect, the statement 
and letter series soon become cut and 
dried, lackingin personality. Instead of 
using this method why not employ a 
little personal contact work? 

When there’s no reply to two letters, 
call the debtor up. Yes, at his office or 
place of business. That in itself is often 
sufficient, for he will then realize that 
someone personally has his account 
in mind and that he is not merely on 
the list to get a routine system of 
letters. Try it. A frank, friendly re- 
quest will do more than a lot of red 
tape and stereotyped letters. If a 
debtor is habitually slow, he knows all 
the earmarks of the follow-up—he can 
calculate to a fine point just how many 
letters he is going to get and how long 
he can stall you off. And the more 
serious you pretend to get in those 
letters, the more “‘drastic” you threat- 
en to become, the merrier is his well- 
known “up-the-sleeve” laugh. 

If more retailers would snap out of 
the smug routine system of silly 
stereotyped letters and inject a little 
personality into their collection system, 
more of them would have less bad debts. 

In summing up, the telephone has 
proven its value as a medium of col- 
lection because it brings the customer 
in close contact with the store, is more 
forceful, saves time and money, and 
is more definite. Then as C. J. Weikert, 
president of the Credit Jewelers’ 
Association of Detroit, Michigan, says 
in his article on Collection, ‘‘with re- 
gard to the telephone, remember it’s 
never late to work, never complains 
of overwork, never reports a ‘not 
home’ when it hasn’t called, never goes 
to the ball game, or loafs in the pool 
room in cold or rainy weather, and it 
never has to be bonded. It is the best 
assistant you have, always ready, al- 
ways reliable. ‘Use the telephone!’ ” 





Wantep: Credit and collection 
manager for a department store in 
a city of 47,000 population. Young 
man preferred, providing his ex- 
perience equips him to handle the 
job. A splendid opportunity for the 
right man. Address communication 
to Box 2, Editor Creprr Wor -p, 
Equitable Building, St. Louis, Mo. 
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Our Legal — 


EXEMPTIONS BY STATES 


KEY—H. F., Household Furniture; N. P.. No Seangtics for Purchase Price; L. 1, All us Ineurance is Exempt; P. E., Practically all Persona! Property 
A. T., Pleasure Car is Exempt; C., Clothing 





HOMESTEAD PERSONAL PROPERTY 
AMOUNT a AMOUNT waeo maAY WAGES 
| CLAIM 
jArea 160 acres. Value $2000. [Any cesident L.I $1000. $1000 to be selected H. F. and necessary family cloth-|Any resident. )Of laborers or employees up to $25 per 
| ing. family portraits and books month 
Not Not exceeding $5000. \Head of fam-|Numerous articles. H. F. $200; 3 cows, 4 hogs, poultry, $75;\Any person. Earnings, 30 days preceding levy when 
(Not exceeding $1000. ily. By any) L. 1. $500; P. E. farmer necessary for support of family, when 
|Declaration must be recorded with county other person debts are for necemaries ‘4 wages is 
| recorder, | subject to levy 
\In qountey not over 160 acres. Value $2500. | Resident mar-|Specific articles as selected not exceeding value of $200 in addition Resident who 60 days prior 
or leas than 80 acres regardless of value.| ried or head! to wearing apparel is not mar 

| In ae. not over one acre, and improve-| of family Articles to value of $500 besides clothes. Exemption does not ap- ried or head 
| ments. Same value as country, not to be} | ply to debts in payment of articles. H. F of family 

reduced to leas than 44 acre regardless of | Married or 

value. } | head of fam 

| ily 

In compact body. Value $2500. Home-|Head of fam-|Property must be designated by debtor. Household goods. $5000) Every family (One-half of earnings for 30 days prior to 

stead not to be sold or leased without! ily who is| team; P. E.; L. 1. $10,000; N. P levy when necessary for use of family 

wife's consent. resident | 
|House and lot in town or city or farm of any! Resident \¢ ‘ertain articles, stock in trade, value $200; C., selected $300; H. F | Resident 0 per cent wages due at time of levy 
acreage value to $2000; word “homestead” $200; team, 2 cows, 10 sheep; H. F exempt. If wages are not over $5.00 
must be entered in margin of record title | | al week all exempt Single man 

| nothing 
|$1000 when declaration is filed and recorded | Resident. |Certain specific articles entirely exempt and other articles up to a Readent Wages to amount of $15 exempt from 
| designated value; C.; | cow, 10 sheep, 2 hogs foreign attachment or execution 
| 
|Exemptions on personal property differ in different counties; C_; H_F_|Remdent and/90°% exempt in Newcastle County 

ead of fam 


ily 


| 
| 
|\No homestead exemption. 
| | 
: | 
|No homestead exemption. | 


[Implements and tools to extent of $200. Stock amounting to $200.| Remdent head |Earnings of remdent head of family who 
| Household furniture, ete., to value of $300: also certain miscellaneous, of family or| provides for ite support, not to exceed 
| | articles; C householder. $100, each month for two months next 
i preceding meung of writ of process 
160 acres in country, 44 acre in city, cannot|Head of fam-|$1000 worth. To be selected 
waive homestead in promissory note | ily residing) 
With improvements. in state. 


Head of fam-|Head of family exempt 
ily remding 
} in state 


Value $1600, real or personal, or both, set|Head of fam-| Value $1600, real or personal, or both, set apart by petition. Pur-/Head of fam-|Exempt from garnishment up to $1.25 
apart by petition; waiver note or written) ily | chase money debt enforceable against ily per day and 50°, of excess thereof 
waiver if given contemporaneously nae | 
transaction would hold. | 


$5000, declaration must be executed and] Any head of|In addition to homestead, chairs, tables, desks, books, value $200: Actual res-\50 per cent earnings of judgment debtor 


family | certain household articles, value $300; wearing apparel, pictures.) ident for personal services within 30 days 

| family portraits, provisions for 6 months, two cows, calves, two preceding, if such earnings are neces- 

$1000. single person. _ |By any other) hogs and litter, farming implements, value $300; 4 oxen or horses sary for support of family, not to 
person. or mules and harness, wagon and food for animals for 6 months exceed $100 


| tools of mechanic value $500; H. F. $500; L. 1. $3000; also crops 
| raised on 50 acres of land not exceeding a value of $500 for such 
crops. 


\$1000 farm or lot of land with buildings,| Househol der|$400 in articles as selected; $100 single; C.; L. 1. all By head of Of wage-earner who is head of family to 
owned or leased, occupied as residence having a} family extent of $15 exempt from garnish- 
family ment. Single person no exempt 
' ' 
$600, either real or personal, or both. Wife|Resid en t|$600, either real or personal, or both Head of fam-|Wages of householder exempt from 
| can claim one-third of real estate also | householder. | | ily residing) attachment while in hands of em- 
in state ployer to amount of $25 
| 
40 acres in country or acre in city 'R esi dent|Many articles specified in statute; C.; 2 cows, 1 horse, 50 sheep, Resident Earnings of debtor for personal service 
Exemption may be AR | | head of fam-| 5 hogs; H. F. $200; N. P.; tools, trade $1200 or those of his family for 90 days 


| ily. | ° prior to levy 


160 acres, farm; 1 acre in city, occupied as|Head of = Sm of articles, personal property; C.; H. F.; P. E.; 2 cows,| Head of fam- All but 10% and $4 court costs of ree- 
residence. ily | 10 hogs, 1 team, 25 sheep ily ident debtor's earnings for personal 
| | service within 3 months before levy if 
| | | necessary for support of family 
$1000, —_ liability existed before pur- R esiden t|Many articles, household goods, wearing apparel, etc. H. F. all IR esiden t90% if monthly coraings do not exceed 


chase of land | housekeeper| 2 cows, team, 10 sheep; C | housekeeper) $75, otherwise $67. 
Mortgage on homestead, release or waiver! with family | with famuly.| 
must be in writing and signed also by wits} 
and recorded. 
|$2000, not over 160 acres Householder. |Certain articles. C; H. F. all; L. 1. all Householder. |Laborer's wages. All wages exempt 


|Exemption may be waived. Claim must be 
in writing and recorded 


$500, if declaration is filed with registry of | Wearing apparel. household goods, a personal property. H. F. Resident Wages due debtor to extent of $20 
deeds. $350 also specified; farmer P. E.; L. I earned within 30 days 
| 
None. | Resident $100, also wearing apparel, mechanics’ tools. Waiver may be made |Bona-fide res-|Attachment not to affect salary of 
» 1. all identa laborer or employee not actually due, 


$100 exempt. Alleghany Co. © per 
cent of wages exempt 





/$800, in farm or lot of land. Must be estab-| Househol der|Many articles: materials and stock necessary for carrying on trade| Resident $20 except necessities, $10 
lished by deed or declaration and recorded.| who has| or business, value of $100. C.; H. F. $350; 1 cow, 6 sheep, | hog 
| family tools, $100 


}$1500 in value if in city; 40 acres in extent Householder |As to householders: certain articles, household goods, amounting Householder. |Wages of householder exempt 60°; 





in country. | to $250. As to business men: tools, implements stock in trade maximum $30.00 Wages of non- 
| necessary to carry on business, $250. C.; 10 sheep, 2 cows, 5 pigs householder exempt 30°), maximum 
| $15 
|80 acres in country, in village '4 acre | Resident. \H F. $500; 3 cows, 10 hogs, 1 team, 20 sheep; C.; tools $400; L. I | Resident Not exceeding $35, due for services, 
$10,000; N. P within 30 days of attachment 
INot exceeding 160 acres, or value of $3000)Citizen house-|Certain specified articles or any property of value of $250. Selected |Citizen house-|$50 per month to head of family except 
| jin country; $3000 value in city holder with| by debtor. All tools and implements; (.; head of family in| holder with) as against board and lodging 
family addition; 20 sheep, 20 goats, | team; L. 1. $5000 family 
jIn country, 160 acres, value $1500. In|Head of fam-| Wearing apparel, tools implements of trade of mechanic Head of fam-'Wages due resident head of family 
cities, villages and towns from 18 square! ily |Numerous articles as selected, value $300; also H. F.; 10 hogs, 10) ily exempt to 90% 
rods, value $3000 to 5 acres, value $1500, | | sheep, 3 cows, 1 team 
depending on population 
$2500. Heed of fam-} —_ articles, especially household goods, and tools to carry on|Head of fam- |One- half wages for necessaries ss 
| ily busi ness ily a to 45 days, above 45 days can ho 
[Minor entitled to $1000 Wages exempt for necessaries 
|Only wearing apparel to single person C.; H. F. all; 1 horse, 2 cows 
2 pigs, N. P. 
t 
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HOUSEHOLD PERSONAL PROPERTY 
WHO MAY WHO MAY 
STATE AMOUNT CLAL AMOUNT CLAIM WAGES 
Nebraska $2000 consisting of dwelling in which claim-|Head of fam-|$500 to those having no realty with household | Head of fam-|W: Cheat Say, cae ont 
ant lives and its over) ily furniture, wear) apparel, | cuppies, ily. din ts 0 eh per cent 
160 acres in country; 2 adjoining lots in live stock, tools tools off ie or miner, ha, trang ere 
city. Pensions of soldiers and msilore and property p 
to $2000. C.; F. $100; farmer P. E.; total $500; 1 cow, 5 
pigs, team, 10 
Nevada $5000, but not appl to Bee of metnentieed of fem-il. 8 $200; tools $1000; 2 teams; L. I. $10,000; N. P.; P. E /Resident. Earnings for within month of 
created by and with the consent of ily levy. ae rs 
husband and wife 
New $500. Resident. furniture, $100; wearing apparel and tools in trade,|Resident. For labor done after service of writ. Be- 
Hampshire $100. Listed property. 2 pigs, 6 sheep, | cow, 1 horse fore service of writ to amount of $20 
for necessaries to debtor or 
family, then $10 
New Jersey ($1000. Provisions so stringent thet shay |Resident Wearing apparel and property value $200, to be selected, N. P. |Head of resi-| Wages, $18 or over week subject to 
have effect of making exemptions of dent family.| garnishment of o cent, unless 
effect. Residents - Gcome exceeds $1608. 
New Mexico |$1000 pt mie pa a oe Man fied articles. |Resident. On garnishment no more than 20 per 
ily or widow.| $500 property exclusive of articles speci debtor has no! cent of wages for last thirty days 
b com, 8 sis, Ochem, | team: Lt may be garnished unless wages 
exceed $75. In that case 20 per 
cent of $75 and full amount in ex 
cess of $75 may be taken. No ex 
emption where debt is incurred for 
necessaries or debtor is not the head 
of a family, or where family resides 
outaide state. 
New York |$1000, if declaration made and recorded aj Head of fam-|All wearing apparel, household goods, tools, implements, value|Resident. wy $12 ~ mae onl, subject 
. woman. . Waheep, | 2 to as to thereof 
Has been made of no effect by decision. aia _ sare a 
N. Carolina ($1000 city lot with building. Resident. Also $500 in property, to be selected Resident. Wages for 60 days. 
North $5000 (not over); 160 acres in countr Head of fam-|Also certain articles as selected not over $1000. In actions to re-|Head of fam-|$1000if no personal property or difference 
Dakota |Must exemption within 10 days tier ily. cover wages, or action for false pretenses, or for nurse's service} i ween personal property and $1000 
notice of levy. of groceries or provisions, certain absolute exemptions and $500 
of Partnerships allowed on exemption. C., 
numerous animals; N. P.; L. I. $1800: farmer P. E. 
Ohio $1090 ° Head of fam-|Certain articles specified, wearing apparel, household goods, tools. eed of fam-|80% for head of family or widow 
ily. Personal property $500 where no homestead is claimed. C., $100. | ily. 
Oklahoma | 160 acres in country, | acre in city, not ex- pee & te Numerous articles; household furniture, books, pictures, wearing|Resident. | Wages for last 90 days; 25 per cent of 
ceeding $5000 in value. ily. apparel, specified animals. 5 milk cows, 2 teams, 10 hogs, ‘- —. salary subject to garnishment. Mar- 
A. T. no exemption. ried man may claim all if needed 
Oregon Not over $3000; 160 acres in country; notiResiden t|Various articles of small value; to householder $0 cheno. 2 cows, 5iTo house-|$75 earned within prior 30 
over one block in city or town. householder.| swine and household goods, $300; C. $100; N. P.; holder. ae peemens gig —— ae Aig 
are exem 1 
ettedhmnent 18 wichin 6 months for 
neressities furnished. 
Pennayl- None Resident. Articles selected $300; C.; many leased articles: L. L., all Resident. Wages may be attached for board but 
vania 1 laces ieee 
No exemption is al on te 
J-- » yt 4 ou. 
for $100 or less. 
Rhode Island|None. Resident apparel, household goods, $300; tools used in trade to|Resident. Not exceeding $10, except when for 
egediind tem. $200; 1 cow, 2 pigs necessaries; mariner’s wages. 
South $1000 and yearly products. Waiver of unas-|Head of fam-|$500. not to articles ‘upon which judgment was obtained.|Resident. [Head of family; wages for previous 60 
Carolina signed homestead invalid ily. Clothes, AA he value $400. days. 
South $5000. In city, 1 acre; in country, 160)Head of fam-|§750 to head of family. $300 to not head of family Resident. None. 
Dakota acres. ily. May select certain articles in thou of $780. ¢ C.; N. P.; L. L, $5000. 
Tennessee $1000. Resident. Great many specified articles; P. E.; H. F.; 1 team, 50 sheep. Pees | woes 
‘amily. 
Texas In country not over 200 acres with improve-|Head of fam-|Clothes, tools, a tus of trade or profession Head of fam-|All salaries and wages exempt 
In town, village ity, a lot or lots not ex - sox amy ty FE Theat of family. ” 
a or city, - ’ 
ceeding $5000 in value and improvements. aes — 
tab $2000 and $750 in addition for wife, glee G200} Head of fam-iP B. LL; HFC Resident. Head of family; one-half of earnings for 
additional for each member of family. ily ee oo Gee & 
per . 
Vermont $1000, all rents, issues, profits and products.| Resident NP; C.; HF Resident. Earnings of minor or married womas 
ited professional books, clergyman and lawyer, value $200 exempt in action against parent or 
cols of mechanics. husband. 
Life insurance up to $500 
1 cow, 10 sheep, 1 hog, 1 team. 
Wraina Head of fam-|Real or property. or both, to extent of $2000, as selected, Mieed of temn-/ Weare of laboring mann oho lo bead of 
ily. pteyond other ied atic. Cine ily. family not exceeding $50 month 
xemption not price it to 
pode fee i TS | 
Washington |$2000. May be claimed any time before sale. | Resident Household furniture and utensils, $500; C. books, $500;P E. N P. | Resident. $100 for necessaries claim $10 
Not exempt from claims of mechanics’, for 4 successive weeks to 
laborers’ or material men's lien. bead of family 
Wow $1000. Claim to be executed and recorded. 1 he $200 no head of family; N. P.; to be selected Resident and|Wages exempt to head of family only 
Virginia ily No exemption to single. yy of fam-| 
, 40 acres in country, 4 acre in city, up to) Resident. Automobiles used and kept for of carrying on debtor's) Resident. Head of dependent a | ons, earned 
Wieoonsin | $5000 value business to value of 400, P ENP = during previous 6 month 
*950C. 160 eres or lot in city. Must be|Householder|Bible, pictures, choo! backs, lot in cumetery, furniture, provisions,|Head of fam-|50 per cent coat, wages ensued 69 dage gor 
occupied by owner or his family. being good household articles, value $500. C., $150. ily vious to head of family 
" lToole, teams, im its, business not over $300 and library, 
Widow. instruments ’ 
No exemption sy aceount 
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“That’s the most helpful book 


I’ve seen in years, lom! 


“What book is it?” 

“Why it’s one put out by the Acme Visible 
Record people —‘Profitable Business Control.’ 
I’ve seldom seen a book so complete and so well 
illustrated. I’ve heard a lot, ina vague way, about 
visible records, but this book makes them really 
understandable. We can certainly use them to 
advantage in at least three departments.” 

A great many executives have expressed 
themselves to each other and to us in a simi- 
lar way. And we want to thank them. 

We put a great deal of thought and no little 
money into the preparation of Profitable Busi- 
ness Control. We're glad to know it’s so useful. 

We believe it’s the most complete, and by far 
the most understandable book on visible records 
now in print. It covers concisely: sales, bank, 


ACME 


VISIBLE 


RECORDS 


199 


credit, purchase, stock, department store, insur- 
ance, club, police, school and telephone record 
installations, and shows actual photographs of 
each type. It will make clear, to you just how 
Acme Visible Records can fit into your business 
and make your records far more useful than they 
have ever been. 

The coupon below, 
if filled out or attached 
to your letterhead, 
will bring you a copy 
of Profitable Busi- 
ness Control. Send- 
ing for it involves no 
obligation whatso- 
ever. May we for- 
ward one to you? 













f 
Tf 
C 5 Oftlahi, 
“Sines 5 
CH} of 


ACME CARD SYSTEM COMPANY 
116 South Michigan Avenue, Chicago 
Gentlemen: 
You may send me your book 
“Profitable Business Control” 


Please write me concerning 
your system for handling ——__. — 


CW-4-27 


You may send your nearest 
representative to see me 


records 


ee a 


FIRM NAME ——EEE 
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Difficulties of Credit Manager in a 
Small City Store 


(Continued from page /5) 


the big cities, nevertheless, they are 
perfectly willing to accept the ideas 
and reduce them whenever possible 
to sizes they can use. 

In the rural districts the ideas of 
the communities have changed entire- 
ly. When formerly they were satis- 
fied with ordinary commodities that 
are usually associated with the small- 
er places, now they desire the same 
things that we enjoy in the city. In- 
stead of our criticising this progressive 
attitude, we had better commend it. 
There is no reason why the person in 
“the sticks” should not have a radio 
and enjoy a concert from the city. 
The same holds true of automobiles, 
wearing apparel, player pianos, etc. 
If the desire to have these things is 
an added incentive for them to pro- 
duce, then certainly, if their ideas are 
not extravagant, merchants should do 
everything possible to encourage it. 

Toucu More Intimate in SMALL 

PLACES 

The intimate contact a retailer in a 
small district has with his customers 
I can fully appreciate, and sometimes 
during my activities in a large city, 
They are in a position to call 
their customers ofttimes by the first 
name, to inquire of the mother if the 
daughter’s measles are better, to enter 
into intimate conversation with the 
father as to the aspirations of the son, 
and while we in the city rely principal- 
ly on paper information, reports, etc., 
they rely upon the information re- 
ceived first hand, and an inside knowl- 
edge of family conditions. One thing 
I think the grantors in the rural 
districts and small places have in their 
favor is that the permanent resident 
of a small community is reluctant to 
have his credit impaired in any way, 
and by a process of elimination the 
credit man is able to assort very 
quickly, the good from the bad. 

May I use this opportunity to urge 
you in the small places to impress 
upon the youth, and all with whom 
you come in contact, the importance 
of credit. You realize that some of 
our finest people come from the coun- 
try. We are very proud of them and 
if they come with a_ preconceived 
knowledge of their responsibility, it 


envy. 


makes the task of the merchant here 
much easier. It would be an invalu- 
able training if young retail credit 
men could gain their early experience 
back of a counter, selling and extend- 
ing credit in a small place. 

REQUIREMENTS FOR GRANTING 

CREDIT 

Years ago my brother informed me 
that the requisites of a good report 
covered the dimensions of the in- 
dividual and his characteristics. For 
instance, subject is five feet, ten; 
weight 150 pounds, brown eyes and 
curly hair. Then they went on te say 
whether he paid the butcher and the 
baker and the coal bill, how he was 
generally regarded in the community. 
The prominent thing that they looked 
for in any report was the ear marks of 
character. You know in wholesale 
credit they emphasize the three words, 
character, capacity and capital. In the 
rural district they have a first hand 
knowledge of his character, they come 
pretty near knowing his capacity, and 
if he has been successful and ener- 
getic in his work, the chances are 
that he has some capital for a rainy 
day. So while we are prone to swell 
up with our own importance and 
swagger down Fifth Avenue, personal- 
ly conscious that we are carrying the 
weight of the credit world on our 
shoulders, we will find if we look into 
it carefully that, as I previously stated, 
checking credit in small districts has 
all and more of the problems that we 
are obliged to face in proportion. If 
any one by chance dispute this article, 
let him go to a small place, ask the 
retail credit man what he would base 
$100 worth of credit on covering a 
resident in his community, and then 
go to a New York merchant and com- 
pare the amount of data with what he 
would require, and I think that you 
would agree with me that the problems 
in the’ smaller places are just as great 
sa ours. - 


Teacher—I have went. That's wrong 
isn’t it? 

Wee Will—Yes, ma’am. 

Teacher—Why is it wrong? 

Wee Will—Because you ain’t went 
yet. 


J. H. TREGOE RETIRES 

Mr. J. Harry Tregoe, secretary man- 
ager of the National Association of 
Credit Men, has tendered his resigan- 
tion, effective July Ist. 

Mr. Tregoe has been in credit work 
for 37 years and was president of the 
wholesale organization from 1902 to 
1904, and in 1912 was elected secretary- 
treasurer. 

Mr. Tregoe is recognized as an 
authority on credits and finance and is 
personally known to bankers, manu- 
facturers, wholesalers and jobbers in 
He is 
a self-made man, born in Baltimore 
62 years ago, left school at the age of 
15, and by hard work and home study 
made himself a national figure. 

His retirement from active work will 
create a vacancy hard to fill. 


every section of the country. 


H. O. WRENN MAKES CHANGE 

Past National Association Director 
H. O. Wrenn, who for years was con- 
nected with the Union Clothing Com- 
pany, of Omaha, is now credit manager 
of the Nebraska Clothing Company, 
of Omaha. 

Mr. Wrenn’s many friends in the 
credit world wish him every success. 








Your Collections 


DETROIT 


Will receive the best attention 
possible if sent to 


The 
Merchants Credit 


Bureau, Inc. 


The largest collection department 
in the city devoted exclusively to 
RETAIL ACCOUNTS. 


The benefits accruing in placing 
your accounts with an organization 
owned by the merchants, for their 
protection, are self-evident. 


Rates Reasonable 
Safety Assured 


Address — 602 Barlum Bldg. 
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A Short, Concise Story of Our Trip 


to the Annual Convention 


You will find the continuation, from Providence to St. 
Louts, in the itinerary in this number of The Credit World 


UNNING as a second section of the 
National Limited, an all-Pullman train 
providing the utmost in travel com- 

fort and convenience, including club car, 
barber, valet, bath, train secretary, dining 
car, observation library, manicure, ladies’ 
maid, papers, market reports, and magazines. 


We pass through Vincennes, Indiana, popula- 
tion 17,160, on the Wabash River, which was 
the first white settlement in Indiana, made 


in 1732, afterwards becoming the seat of 


government, religion and education in that 
part of the northwestern territory, as so 
interestingly told in the story entitled ‘‘Alice 
of Old Vincennes,” by Maurice Thompson. 


The balance of the afternoon and evening 
can be profitably spent in getting better 
acquainted with your fellow travelers. 


The next morning finds us ascending the 
Alleghany Mountains, and it is well to arise 
early, as the scenery is beautiful. As we 
continue to ascend an extensive panorama 
is to be had of the entire surrounding country. 
This is the resort region of the Alleghanies 
and we pass on through what is known as 
“The Glades,” Oakland, Mountain Lake 
Park, and Deer Park, until we begin to follow 
the headwaters of the Youghiogheny River 
and are now atop the highest range of the 
Alleghanies. 


We are now in Maryland, following Crab 
Tree Creek, and shortly, to the left, we come 
to Savage River. We then pass Piedmont 
(meaning Foot of Mountain). From this point 
we follow the Potomac River for 20 miles 
to Cumberland and then for more than 100 
miles we continue to follow the historic and 
picturesque river to our National Capital. 


At Harper’s Ferry, where we stop 45 minutes 
for recreation and picture taking, we cross 
the river to the Maryland side and parallel 
not only the river, but the Chesapeake & 
Ohio Canal for a_ considerable distance. 
George Washington assisted in the construction 





C4 


and development of this canal. At this place 
may be seen a monument marking the site 
of John Brown's fort, and five tablets erected 
by the government commemoratingthe thrilling 
events occuring at that point during the 
Civil War. On the Shenandoah River side is 


located Jefferson Rock, so named in honor of 


Thomas Jefferson, who at one time while 
making a public address at this point, stated 
that a view from here was worth a trip across 
the Atlantic. 


Across the Shenandoah lies Virginia, while 
to the north lies Maryland. The three states, 
West Virginia, Maryland and Virginia meet 
at this point. We cross the Potomac to the 
Maryland side and continue on to Washington, 
D. C., our Capitol City. 


After leaving Washington we approach 
Baltimore, Maryland, the largest city in 
the state, with a population of 769,000, and 
on our way to the depot we pass under the 
very heart of the city through a double-track 
tunnel, lighted by electricity. All heavy 
trains, such as ours, are drawn through this 
tunnel by electric locomotives to prevent the 
accumulation of smoke and gas. This stretch 
of track was the first steam railway electrifica 
tion in America. 


Leaving Baltimore we reach the Chestnut 
Street Station of the B. & O. in Philadelphia, 
which city could interest the visitor in many 
ways. It covers more acres of ground than 
any other city in this country and has many 
beautiful suburbs. However, we cannat spare 
the time on this trip to explore the city’s 
historic places and museums, but must be 
on our way eastward to New York. 


On arriving at Jersey City we will be trans 
ferred to the City of New York, direct to our 
hotel by Baltimore & Ohio parlor motor 
coaches, across the Hudson River, giving the 
passengers a panoramic view of the sky-line 
and miles of sky-high buildings in that city 
as well as a view of the shipping, ocean-going 
liners and freighters moving in all directions. 


flturitie-s 


Chairman Transportation Committee, 


Associated Retail Credit Men of St. Louis. 
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The Daily Snoozer 


PUBLISHED SEMI-OCCASIONALLY 


At the Annual Conventions and Other Occasions Whenever Editorial Symptoms Develop 


It’s the size of a dime 
but worth a million 








Editors Bonded by Fellowship 


Criticisms Solicited 
(For Waste Basket) 








TWELFTH SNORE OF THE SIXTH YEAR 


JUNE, 1927 


HALF SCENT 








THE EXECUTIONER 

An old lady walked into the judge’s 
office. “Is you the Judge of Repro- 
bates?” she inquired. 

“T am the Judge of Probate,” replied 
his honor, with a smile. 

“Well, that’s it, I expect,” answered 
the old lady. “You see,” she went on 
confidentially, ‘“‘my husband died de- 
tested and left several little infidels; 
I want to be their executioner.” 

Mr. B. G. Oosterbaan, president of 
the Associated Bureaus of Michigan, 
is the father of Benny Oosterbaan, the 
football star at the University of 
Michigan. Benny, as you know, is the 
outstanding college athlete produced 
in a great many years, and his father 
is just as efficient in running the 
Michigan association as Benny is in 
playing football. 

Charley Stiles has been appointed 
by the Associated Retail Credit Bureaus 
of Colorado and Wyoming as free 
lance field representative. His cigars 
ran out a few days ago and he is laid 
up for repairs until the next shipment 
arrives from Sears-Roebuck. 

The heart of America, Kansas City, 
is said to have already appointed 
various committees anticipating they 
will be favored with the 1928 National 
Convention. 

Harry M. Long, manager Retailers’ 
Credit Bureau, Flint, Mich., knows 
what he wants and knows how to get 
it, consequently Harry favors a great 
many of the motions. At the banquet 
in Ionia they had an act of some very 
splendid ballet dancers and while they 
were going through their various 
motions, which I must admit were 
very complete, Harry leaped to his 
feet and said, “‘Mr. President, I favor 
that motion.” 


It is rumored that Denver is going 
out for the 1928 National Convention. 
Keep your ears to the ground, boys— 
something is liable to happen soon. 

Page Mr. E. Leslie Silver, manager 
Border Cities Credit Bureau, Windsor, 
Ont. I want to ask him about the 
sixty-six spots. 

J. C. Deremo, manager Merchants’ 
Credit Bureau, Grand Rapids, Mich- 
igan, is very popular with the ladies. 
During the convention and in Deremo’s 
absence a motion was passed taxing all 
late arrivals at sessions $1.00 each. 
Deremo appeared on the scene about 
thirty minutes late and in the company 
of three charming young ladies. It 
cost him $4.00 but he insists that it 
was worth the money. 

If you can stand four pages of 
Snoozer stuff daily, you will have that 
opportunity at the convention in 
Providence. 


; 


The Snoozer is a convention project 
endeavoring to add interest and amuse- 
ment as well as giving an expression of 
ideas from the vast number of delegates 
on questions and topics of the hour. 

It is an independent sheet, published 
without fear or favor, non-political, 
takes orders from no one and accepts 
no advertising. 

The convention issues are financed 
by the Oklahoma City Retail Credit 
Men’s Association, but being edited 
by all of the delegates who can be 
induced to contribute interesting items. 

The Snoozer was first issued at the 
convention held at St. Paul in 1919, 
followed by appearances at Detroit in 
1920, Houston in 1921, Cleveland in 
1922, Milwaukee in 1923, and Los 
Angeles in 1926. The publication was 
unable to appear in New York in 1924, 
and Minneapolis in 1925. 


The latest development in the Rocky 
Mountain territory is the acquisition 
to our ranks of an Arcticexplorer in the 
person of one L. A. Eldred, of Greeley, 
who is president of the Associated 
Retail Credit Bureaus of Colorado and 
Wyoming; he was called upon May 11 
to make a trip to Oak Creek, Colo., for 
the purpose of interesting the mer- 
chants in that territory in a credit 
bureau. Our faithful missionary was 
determined to get through and deliver 
the “Message to Garcia.”” When he 
attempted to cross the Continental 
Divide, he encountered no less than 
ten feet of snow. He bored through, 
however, delivered his message, and 
organized Oak Creek. He is now on the 
war path, looking for Reed’s scalp. 
Reed told him the trains would be 
running on time, and there would be 
no snow on the hill. 

Wilfred Moses, the dynamic secre- 
tary at Alamosa, is working overtime 
to make the next semi-annual meeting 
of the Associated Retail Credit Bureaus 
of Colorado and Wyoming a huge 
success. His able assistant, “Tony,” 
is said to be on the job. A large 
delegation is expected from Denver, 
Greeley, and Cheyenne. 

Col. DeVere, of Cheyenne, was in 
Denver shopping last week, looking for 
a new style derby. He finally selected 
a tin hat, such as was used in the late 
world war. The “Colonel” is taking no 
chances. He has promised again to 
sing the “Vulgar Boatman” as a part 
of the Alamosa entertainment. 

M. G. Riley (Kansas City), who 
had honorable mention on the Snoozer 
page last month, was asked what that 
ad was worth to him and he replied, 
“$200.00 a month, but I am afraid | 
will have a heck of a time collecting it.” 


(Additional items on page 27) 








F 
Ow 
year 
May) 
Oreg« 
and \ 
educa 
made 
Mr. J 
portir 
and } 
al, D 
mast 
A 
esting 
Seatt 
“Resi 
credit 
high 
of col 
creasi 
by t 
J. Fe 
ers; | 
Child 
lande 
was ( 
H. J. 
Wats 
Mi 
Com 
Cred 
a log 
“Tak 
Dow: 
On 
meet 
Mr 
man; 


Cred 


inter: 
Stallr 
deleg 
made 





as in 
g for 
-cted 
late 
1g no 
in to 
part 


who 
pozer 
that 
shied, 
aid I 
git.” 





THE CREDIT WORLD for June 





National Office Items 


(Continued from page /#) 


THE NORTHWEST CON- 
FERENCE AT PORTLAND 

Our last conference for the fiscal 
year was held in Portland, Oregon, 
May l6and 17th. 350creditgrantors of 
Oregon, Washington, Idaho, Montana, 
and Vancouver, B.C., attended. A very 
educational and entertaining program 
made it one of the best conferences. 
Mr. John N. Keeler, of the Credit Re- 
porting Company of Portland, presided, 
and Managing Director of the Nation- 
al, D. J. Woodlock, acted as quiz 
master. 

A unique and exceptionally inter- 
esting debate between from 
Seattle and Spokane associations on 
“Resolved, That a lenient policy of 


teams 


credits and collections, which causes a 
high bad debt loss and low percentage 
of collections, results in a profitable in- 
crease in charge business” was won 
by the Seattle team, composed of 
J. Feinberg, Protass & LeavittBroth- 
ers; R. E. Westberg, of Westberg & 
Childs; and B. Z. Levin, S. Fried- 
lander & Sons. The Spokane team 
was O. K. Moody, Old National Bank; 
H. J. Boyle, The Crescent; and R. W. 
Watson, Robert W. Grinnell Company. 

Mr. Frank Batty, of H. Liebes & 
Company, and president of the Retail 
Credit Men of San Francisco, delivered 
a logical and constructive address on 
“Taking the Application and Turning 
Down the Account.” 

One afternoon was devoted to group 
meetings. 

Mr. Walden F. Muller, assistant 
manager of the Retail Merchants’ 
Credit Association of Los Angeles, 
spoke on ‘“What’s Wrong with My 
Credit Department?” 
men to 


urging credit 
become better educated in 
merchandising as well as finance. 

The second day was devoted to a dis- 
cussion of “The Modern Credit Report,” 
by E. FE. McIntyre, of Spokane. 

“Selling the Bureau and Associa- 
tion,”” by Miss Avadana Cochrane, of 
Seattle, and Mrs. Frances McLeod, of 
Marshfield. 

Mr. Walter A. May, editor of the 
Oregonian, delivered a powerful ad- 
dress on “Business Trends,”’ and an 
interesting nation-wide survey of in- 
Stallment selling, furnishing every 
delegate with a copy of the survey 
made by the Oregonian. 


Two hours were given to a five- 
minute presentation by delegates on 
important credit methods, followed by 
a ten-minute quiz on each by Mr. 


Woodlock. 


The annual banquet, held at the 
Multnomah Hotel, was attended by 
450. National Secretary Woodlock, 
of St. Louis, and M. F. Hollister, a 
business engineer of San Francisco, 
were the speakers. 


In New England, where the Colonial 
idea predominates, they tell us that 
some furniture goes back to Louis XIV 
and some goes back to the installment 
house. 

The installment plan is a great idea 
and Al Moreau tells us there is a lot 
of business done in Hartford at a dollar 
per week, some weeks. 

We got in on the secret of why Guy 
Hulse, our field secretary, makes but 
one call to a city and then sends in 
their membership. He has “Ir.””. For 
the benefit of those who don’t know 
what “Ir” is, we suggest that they 
write to Elinor Glynn. She is the 
author of “Three Weeks” and that 
is about the time it takes Guy to send 
in 25 new members. 

Guy told us last week that he buys 
his suits one size too large. We know 
why now. He doesn’t talk his speeches 

—he Billy Sunday’s them. He needs 
a lot of room, as he takes his daily 
dozen immediately 


upon being in 


troduced by the chairman. 

In Fitchburg, Massachusetts, where 
the normal school is, he delivered one 
address lasting about forty minutes, 
and about a like number of men and 
women voted right then and there to 
start a bureau. 

Grant, of Lowell, Mass., was driving 
his Buick around town to show Guy 
and Al Moreau the sights of Fitchburg, 
with Walker, of their Chamber of 
the “barker,” when 
suddenly heard to yell 
“Hello, Bee!” and a sweet smiling 
little sex appeal from the Normal 
school almost lost an arm waiving 
at Grant, of course. We think he’s 
been there before. 


Commerce, as 
Grant is 


Delegations are still coming to the 
Hartford bureau from the various 
cities in New England. It is the way 


ta 
Ww 


Al chooses his office staff or is it merely 
his bureau? 

They took a few pictures of the 
Hartford bureau last week. One plate 
was spoiled because at least one girl 
couldn’t keep still long enough. She 
had her head-set on, and they can’t 
keep still after they get in the Hartford 
bureau and strap a head-set on. 

We are told that the pictures will 


appear in Tue Crepir Wortp if 


sufficient demand is made by the 
membership. Send the coupon in 
right away.) 

Boston, where they have running 


water in every home, especially when 
it rains, will entertain the New Eng 
land conference this year on May 10th 
and IIth. 
new Statler Hotel, we suppose. 


Anything to show off their 


NORTHEASTERN CONFERENCE 
AT BOSTON 
This conference was a great success 
from every standpoint. The keynote 
of the “Improve 
Credit Conditions in New England 
and Unify Credit Policies.” 


conference was, 


This keynote was further carried out 
by open forum discussions after each 
address, thereby allowing every person 
present to express his opinion on the 
subject at hand. 

Fac h dec idedly 


educational and valuable that it is im 


address was so 
possible to cover all the important 
ideas and their different angles, and 
we are gomng to cover the entire con 
ference by saying that it was certainly 


a decided success 





President Heller calling the 1927 
convention to order 


(Continued on page 28) 
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The Providence Biltmore Hotel 


WELCOMES YOU TO 


Convention Headquarters 
AUGUST 9th-12th 





Special Rates for Delegates 


SINGLE For OnE PERson: 
$4.00, $4.50, $5.00, $6.00 and $7.00 per day. 
DousB_Le ror Two OccuPANTs: 
With double bed: $6.00 and $6.50 per day. 
With twin beds: $7.50, $8.00, $9.00, $10.00 and $12.00 per day. 
SuITES: 
Sitting-room, bedroom and bath, | or 2 occupants, $15.00 per day. 
The difference in rates depends upon size and location. Every room in this hotel 


has a bath, circulating ice water, direct outside exposure and every known modern 
convenience. 


It is, of course, most desirable for the members of the association to double up as 
much as possible in order to take care of the large numbers attending the con- 
vention and also making a smaller charge per person. 


Additional third and fourth person can be accommodated in nearly all of the 
rooms, each person with a single bed, at an extra charge of $2.50 per person. 


When making reservations please write to 
E. BAXTER, Biltmore Hotel, Providence 


NARRAGANSETT HOTEL CROWN HOTEL 
Single rooms without bath, $2.50; double Single, with bath, $3.00. Double, with bath, 
rooms without bath, $4.00. Single rooms $5.00, $6.00, and $7.00, according to location 
with private bath, $3.00, $3.50 and $4.00, and size of rooms. 


and double rooms with private bath, from 


$5.00 to $7.00 per day. 





PROVIDENCE 


“The Southern Gateway of New England’”’ 
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The Daily Snoozer 


(Continued from page 24) 


Before this is printed, if so, Miss 
Lillian Durant, private secretary to 
Al Moreau of the Hartford Credit 
Rating Bureau, Incorporated, in Con- 
necticut, will be Mrs. William J. Miller. 
Bill is State Chairman, if that means 
anything. Yep, they start off in 
wedded bliss—they all start off that 
June 4th, 1927. More speed to 
them—although Bill doesn’t need it. 


way 


We are informed that Nelson Street 
got the convention for 1927 by an act 
of Providence. 


Al Moreau was 
on the program of the New England 
Conference held at Boston on May 
10th and 11th, and he thought he'd 
make a wise crack or so. To stall for 
time and leave less of that precious 
material (time) for the quiz, he care- 
fully unfolded his paper—most of his 
“talk” was typewritten—and he told 
the audience—those who cared to 


Whose loony now? 








NOTICE 


| $12,000 gross—$8,000 net 
income for sale 


In one of the most rapidly growing 
communities in the Middle West 


124 Subscribers and Boosters 


Now serving 7 out of 10 prosperous 


towns within 10 mile radius. One 
office. County seat. 
Wheaton is beautiful residential 


college town of 8500 population. The 
other towns are from 3000 to 10,000 
population. 


Merchants are very prosperous and 
doing large credit business. 


Most of the banks are subscribers. 


Illness in family necessitates change 
of clirnate. Any reasonable offer will 
be considered. Home also for sale. 
Would sell to competent executive 
on terms and will give prospective 
purchasers plenty of time to make 
thorough investigation. 


ite 
Du Page County 
Credit Bureau 


WuearTon, ILiinots 


i its 











listen to him,that if his glasses held out 
long enough, he would deliver a speech. 
To cover that a little and make people 
laugh if possible, he said that Nelson 
Street used to get along splendidly 
without glasses, until someone told him 
it was not sanitary to drink from a 
bottle. The joke is that Nelson was not 
in the room at the time so Al isn’t sure 
whether he owes Nelson an apology 
for the “slander” or not. 





Merriam says that the special train to 
Providence this year will be in three 
sections. Let's help him do it. 


nur 


Norm” Wylie, our retiring coal 
director, had in attendance 24 from 
his company, and won first prize for 
the member having the largest at- 
tendance. He won a fine invisible 
fountain pen, which we understand he 
is going to present to his son, who is 
now a fourth year Harvard man. 


Ralph Pitman made the Board of 
Directors. Why shouldn’t he have done 
so? He brought to the banquet six 
lovely young women, known as the 
“Carlson Sisters,” who helped out 
wonderfully with the musical program. 


“Russ” Fish, of The May Company, 
damaged three sets of false teeth in his 
efforts to sing and eat at the same time. 
He is expected back on the job some 
time next month. 


real 
Boston it 


that 
had in 


Somebody — said 


“Scotch” they 
made you feel “tight.” 


was 


At Lawton, Oklahoma, where a 
State Conference held, 
the hosts staged a fish fry at beautiful 
Lake Latonka, at the foot of the 
(Didn't know Oklahoma 
had mountains, did you?) 


recent was 


mountains. 
The guests 
were permitted to catch their own 
lunch if desired and the majority were 
However, there were 300 
pounds of fish cooked up brown pre 


successful. 


pared for approximately one hundred 
visitors. I got my quota. 


It is rumored that Clarkson, our 


Torrington secretary, is negotiating 
with Captain 


Lindbergh for flying 


lessons. Clarkson's territory is so 


broad that he is unable to cover it in 


anything other than an airplane. We 
wish him luck. 
It is now rumored some of our 


attorneys are specializing in noiseless 


divorces. 





CLEVELAND 
COLLECTIONS 


are 


SOLICITED 


| Q)EPARTMENT 

owned and con- 
trolled by representative 
retail establishments of 
City. 


| Association will accept, 
and solicits, all forwarded 


Address 


The Cleveland Retail 
Credit Men’s Company 


405 Chamber of Commerce 
| Building - Cleveland, Ohie 


Dias 
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Vice President J. P. Hewitt’s Address to 
the Wholesale Credit Men 


(Continued from page //) 


possible to preserve the assets of a 
business, but frequently the very 
business itself. This is invaluable in 
reducing the credit losses of the coun- 
try and therefore merits and deserves 
the active support of every member of 
your association. We cannot match 
the great machinery you have installed 
for the handling of involved estates, 
chiefly because there is no real need 
for it, but we do recommend and ad- 
vise the use of a creditors’ committee 
when the individual 
barrassed. 


becomes em- 


Your next line is one that, while we 
regret the necessity for it, we realize 
the need of it, as results have clearly 
demonstrated. I refer to your Credit 
Protection department, through the 
activities of which assets in excess 
of half a million dollars have been 
recovered. This was accomplished at 
a cost about equal to merchandise 
recovered—rather cheap insurance, 
especially when the moral effect is 
taken into consideration. There is 
hardly a need for a Credit Protection 
department in our work, but we are 
in entire accord with your plan—in 
fact, have been silent contributors to 
its welfare since its inception. 





You 
may wonder just how, but when you 
stop to consider, a great many fraud- 
ulent failures were not premeditated 
but were the direct result of a lack of 
moral courage on the part of the debt- 
or, who, finding himself in difficulties, is 
unable to resist the temptation to 
salvage something from the wreck, 
whether by fair means or foul. Our 
contribution to this cause is an earnest 
endeavor to educate the smaller mer- 
chant in the proper extension of credit, 
the lack of which has usually been 
the cause of his difficulty. You can 
materially assist us in our efforts along 
these lines by recommending to your 
customers the use of their local credit 
reporting bureaus in the extension of 
credit. By so doing you not only 
further our efforts, but what is more 
important from your point of view, 
you make each customer whom you 
so urge and who follows your advice, a 
much better credit risk for yourselves. 

In the foregoing superficial analyza- 
tion of our work, I have endeavored 


to prove a similarity of effort, trusting 
to have established a foundation upon 
which future committees can bring 
about a closer co-operation between 
the two organizations. 


The leading authority upon credit 
in this country has said, “Credit, the 
great dynamo of business, is sending 
its powerful current throughout the 
nation, and, though in some places the 
insulation has been tampered with and 
accidents have happened, the dynamo 
is in splendid condition and can supply 
the power needed for commerce when 
properly directed.” This we acknowl- 
edge to be true, yet we must admit 
the dynamo is not impervious to the 
perils of a short circuit. Such short 
circuits will exist unless the proper 
connection between producer and con- 
sumer is made, and again we are con- 
fronted with the absolute necessity of 
the closest possible co-operation be- 
tween the two great national credit 
organizations. 

In conclusion permit me to say it is 
with regret we learn of the retirement 
of our managing director, realizing, as 
we do, it was through his wisdom and un- 
tiring efforts that your organization 
occupies the position it does today 
among the great commercial bodies 
of our country. 

Mr. Tregoe, on behalf of the Retail 
Credit Men’s National Association, I 
thank you for the advice and assistance 
you have always so generously ex- 
tended and wish you continued health 
and happiness. Mr. President, I desire 
to advise you, sir, of my sincere appre- 
ciation of the great privilege I have 
today enjoyed and to express the wish 
that the accomplishments of this con- 
vention, under your direction, will far 
exceed your fondest 

I thank you. 


anticipations. 


National Office Items 


(Continued from page 25) 


WITH WOODLOCK IN THE 
NORTHWEST 


That retail credit organization in the 
Northwest is developing to a high 
degree, was the opinion expressed by 
Mr. Woodlock after returning from a 
trip to that section on June Ist. 


Portland just held the best con- 
ference in history of the Northwest 
association. The credit men and 
women of Portland are united with 
their reporting bureau in a 100% 
National Association, of which Nation- 
al Director Charles L. Graden, of 
H. Liebes & Company, is president. 

Longview.—About 60 merchants of 
this new and progressive community 
attended a noonday meeting and were 
addressed by Mr. Woodlock. Mr. J. B. 
Pearce, manager of the credit bureau, 
is the moving spirit around whom a 
community credit policy is being built. 

Tacoma.—O. M. Sylvester, of The 
Fisher Company, president of the local 
association, arranged a noon meeting 
for Mr. Woodlock and extensive 
development work was planned. 

Seattle.—Held their annual meeting 
three days before schedule so as to 
greet Mr. Woodlock. This association 
plans a large membership increase. 

Spokane sent 26 delegates to the 
Portland conference and is 100% 
National with its bureau service. 

Walla Walla, Yakima and Wenat- 
chee all indicate growth in the near 
future. 


PRESIDENT HELLER ISSUES AN 
APPEAL TO THE ENTIRE 
MEMBERSHIP OF THE 
= < . N.A. 

At this moment we are in striking 
distance of a new record: FIFTEEN 
THOUSAND MEMBERS. 

I am going to be perfectly frank with 
you men and women. Our membership 
now is fourteen thousand and two 
hundred. We have been, for the past 
three or four years, hovering around this 
number. We need and must have eight 
hundred new members by Fuly 15th. 

Surely somewhere in our organization 
there are eight hundred true and loyal 
members who will each pledge one new 
member—ai once. This is the psycho- 
Shall we grasp it? 
Shall we go to Providence with a new 


logical moment. 


record, or shall we continue to say “our 
membership is AROUND fifteen thou- 
sand?” 

I appeal to your loyalty, to your love 
for the National, to your appreciation 
for what the National has done and is 
doing for each individual member, to 
wire me, collect, your pledge and your 
new member. Until July 15, let your 
slogan be “Fifteen Thousand or Over.” 


E. B. Heccer. 
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EXTRACTS FROM AN ADDRESS 
MADE BY FRANKLIN 
BLACKSTONE 

To the Johnstown, Pennsylvania, 

Credit Exchange, May 23, 1927 

“In an address in Baltimore in Nov., 
1919, to the Retail Merchants’ Asso- 
ciation, I made definite statements on 
the subject of Retail Credit Co-opera- 
tion that have been widely quoted. 
In 1920 I mentioned them to both the 
Retail and Wholesale Credit Men’s 
Associations in Pittsburgh and in 
February, 1920, to the Associated Re- 
tailers of St. Louis, and also to the 
Retail Credit Men’s Association of 
Chicago; in an address to the conven- 
tion of the Retail Division of the 
Pennsylvania State Chamber of Com- 
merce in January, 1924, and to the 
Pennsylvania Retail Jewelers’ Conven- 
tion in July, 1925. I consider them as 
being of sufficient vital importance to 
mention them here (Johnstown, Penn- 
sylvania) tonight.” 

7 * * 

“A credit policy to serve as a 
stimulus to increase business should be 
liberal but not reckless; it should be 
protected by such devices as an Ap- 
plication for Credit blank so worded 
and signed as to give the full protection 
of State laws insofar as exemptions 
and joint responsibility are concerned.” 
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“The question of securing signatures 
on applications for credit is a very old 
one. Forty years ago an attorney in 
Pittsburgh, R. S. Robb, Esq., devised 
an application to be signed by a 
married woman; it bound payment by 
her and by her separate estate. 

“The store that used this form re- 
quired it to be signed, for a period of 
over forty years, always when the real 
estate or legal or credit responsibility 
was in the name of the wife. Beginning 
in 1912, that store also required the 
signature of every applicant forcredit.” 

* * 7 

“In 1919, I devised and copyrighted 
an application for credit form that ap- 
plies specifically to Pennsylvania and 
which waives the exemption laws and 
binds the estate of the wife for neces 
saries.”” 

* * * 

“In 1918 the Retail Credit Men’s 
Association of Pittsburgh adopted the 
old form as a uniform blank for its 
members and it has been used con 


sistently by many of them.” 
* * * 


“Every non-payer, slow payer and 
person who does not pay in accordance 
with terms lessens the credit morale 
of the community and increases the 
cost of businesso peration; is a liability. 

“Every non-payer or slow payer of 
a credit account that is forced to be 


29 


come a cash buyer by reason of 
inability to secure credit becomes an 
asset to the community. 

“It is not only within the reach of 
retail credit 


merchants and 


men to 
eliminate continuous non-payers and 
slow payers, but it is their duty to do 
so. Its accomplishment can be achieved 
only by retail credit co-operation. This 
statement does not mean the elimina 
tion of sane business competition but 
it does mean the elimination of credit 
competition and the declining of many 
sales on a credit basis for which pay 
ment may never be made (or is 
doubtful), or is transversion into a 
sale for which payment is made at the 
time of purchase or good 
that 


prompt payment when it becomes due. 


security 


given can be used to enforce 
It is said that ‘self-preservation is the 
first law of nature.’ The granting of 
credit to an habitual non-payer is a 
violation of that law in its application 
to retail business.” 

* > * 


“The time for quibbling in retail 
credit Only 


through co-operation can you attain 


co-operation is past. 


that proper co-operative functioning 
in credit granting that is necessary to 


the creation of an excellent credit 
morale in your community and the 
conservation of financial losses and 


employment energy.” 





ACCOMMODATIONS FOR 
1000 GuEstTs 


% 


Directly opposite Union 
Station 


& 
SENSIBLE RATES 
© 

DANCING 
10 p. m. to 1 a. m. 


Every Night 
Except Sunday 











Lou C. Wa.tick 


THE PROVIDENCE-BILTMORE 


PROVIDENCE, R. I. 





ses oeeeae” 






sea eee eeess 
RSG eaanre 
Severs sean 

sere eeecanr”®d 


iy 


Luxuriously appointed hotel 


Duane Watuick, Manager 


Joun McEntee Bowman 


Every room with outside exposure, 
private bath and circulating 


ice water 


Unexcelled service in 
Grill, Main Dining Room 
and a 
Quick Service Lunch Room 
is located off the lower lobby 
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Cooperation between Cities and Towns 


(Continued from page °) 


benefit of all present, that in Portland 
there is a co-operative organization 
built, owned and operated by the 
Portland merchants. 

Service is sold to merchants at cost; 
the files in the office contain informa 
tion gathered after fourteen years of 
hard work. 

Now along the lines of co-operation, 
in matters affecting credit in large 
cities and small cities, we ask: ‘““What 
should be the attitude of the Portland 
merchants supporting this association 
toward a store which opens in Port- 
land, gives nothing to aid better credit 
there, benefits by the influence of the 
association and refuses to become a 
member?” 

What attitude, we say, should these 
merchants take in regard to both the 
local store and its parent company? 

Merchants may well ask themselves 
if they are practicing co-operation in 
New England. 

What should be done with the in- 
quiries from merchants who do not 
believe in paying for credit informa- 
tion? 

First, let us consider the inquiry 
from the section where there is not 
any credit association. Answering 
from our own method in Portland we 
say, “All credit inquiries, local or 
out-of-town, must be cleared through 
the association’s office.”” Consult the 
National roster—if there is no associa- 
tion in the section from where the 
inquiry comes, or no association near, 
answer the inquiry willingly and 
cheerfully and give the same attention 
as you would to an inquiry coming 
from an association, always bearing in 
mind that you are borrowing more or 
less credit information from these out- 
lying sections, are drawing from the 
smaller merchant, and always hoping 
to reciprocate. So far as is possible, try 
to encourage organization in these 
smaller sections. 

When asking for information from 
the smaller sections, remember tirat 
the merchant is giving it gratis and 
therefore it should be left to his own 
discretion whether or not he desires 
to give the information. 

Inquiries from cities and towns 
where there are associations, should be 
cleared through their local association. 


If the name of the inquiring mer- 
chant is found in the roster, listed as a 
member of the National, or ifthe name 
is not listed there but there is an 
association in that town, as a matter of 
courtesy we clear the reference free of 
charge and attach the clearance to a 
copy of our established policy which 
reads in part, “All credit inquiries 
should be through the credit 
association in your city,” and mail 
this to the inquiring member. 


put 


After the merchant has been ac- 
quainted with our policy, we do not 
give any further attention to his re- 
peated inquiries, should he persist in 
sending them otherwise than through 
his association or unaccompanied by 
the Prepaid Trade Inquiry ticket. 

We give a special report when asked 
for and a trade clearance when asked 
for, but not one for the other. 

The question may be asked, “Is 
there any danger that the more in- 
formation given out, the greater the 
possibility of the larger centers absorb- 
ing the business, detrimentally to the 
smaller places?” 

In reply, we do not believe that the 
co-operation of the merchants in the 
smaller town along the lines of credit 
information would redound to their 
own hurt or detriment, because the 
condition which induces the customer 
to deal in larger centers already exists, 
irrespective of whether the merchant 
in smaller centers co-operates or not, 

Merchants doing business in small 
cities and towns must realize that 
there will always be citizens in these 
communities who must be served, and 
when the merchant meets the needs 
of these citizens by co-operating with 
them to their satisfaction in the selling 
of merchandise both in quality and 
quantity, without imposing unreason- 
able charges on the customer, only 
then will the fear of the intruder be 
eliminated and the merchant's busi- 
ness more firmly established, 

As stated above, let us remember 
that the giving out of information in 
these small centers is left to the dis- 
cretion of the merchant. And let us 
also remember that it is entirely dis- 
courteous on the part of an association 
to refuse to co-operate or answer the 


inquiries from these unorganized cen- 
ters, especially when the association 
draws from these smaller sections for 
information for the use of its members. 
Such discourteous actions and excuses 
on the part of an association should 
not be laid to employees, for the em- 
ployees do not make up the association, 
but reflect the policy of the merchants 
controlling it or the individual owning 
it. 

When asking for information from a 
co-operative association established on 
a co-operative basis for the protection 
of credit extension in its community, 
please remember that the association 
is still the vendor of its own credit 
information and cheerfully serves those 
who are willing to abide by the vendor's 
policy. 

In conclusion, we can know that 
opportunity is unconfined—belonging 
not to one any more than to another. 
We are all playing the game together, 
and we really want to play it honestly 
and squarely, with no desire to trample 
upon another’s right or to rob another 
of that business of his or of that posi- 
tion of his in life which perhaps has 
cost him years of toil and hard ex- 
perience to attain the realization of 
success. 


Let us know that by co-operating 
now—just where we are—will bring 
the good we need. Let us extend to 
merchant, credit manager, bureau 
secretary and customer of whatever 
status, that spirit of co-operation ex- 
pressed in actual service, which will 
blot out forever that desire of greed 
and selfish interest and which brings 
to light the desire for amity and unity, 
revealing the possibility and desirabil- 
ity of co-operation. 

Co-operation is contagious—prac- 
ticed by one—caught by another. Con- 
forming to the demands of co-opera- 
tion, it lifts us up—out of the quag- 
mire of ultra-conservatism, doubt and 
distrust, until gradually gain 
dominion, supporting that which is 
worthy until a higher standard pre- 
vails. 


we 


Is the credit manager’s job a burden? 
Co-operate. 

Is the bureau secretary dishearten- 
ed? Co-operate. 

Is the credit seeker in difficulty? 
Help him co-operate. 

Is the merchant's business sick and 
needs expansion? Let him co-operate. 
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